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Features This Week 


First Six Months’ Business 
Extracts from the semi-annual statements of life. fire 
and casualty companies. 

Sales Letter Service 


A letter soliciting the purchase of a fidelity bond is 
featured in this department in this issue. 


Chartered Life Underwriters 


A complete list of the life insurance agents in America 
who have qualified for the C. L. U. designation. 


The Loeal Agent and Fire Prevention 


Practical advice for the agent who wishes to assume 
the leadership in this valuable work for his com- 
munity. 
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N THE HEART of the world’s most fer- 

tile and prosperous valley, is Chicago. Situ- 

ated at the natural cross-roads of the United 
States between the industrial East and the 
agricultural West, the ore - producing North 
and the cotton-producing South, it is “the city 
that had to be.” 


From the very beginning its commercial 
possibilities were fore-ordained. The first rail- 
road locomotive reached Chicago in 1848. To- 
day Chicago is the greatest railroad center in 

<j | the world. The first 
bank was established 
in 1835. Today Chi- 
cago is banker to the 
Middle West. The 
first retail store was 
opened in 1804. To- 
day Chicago is the 
great central market 











Historic Fort Dearborn was built on 
the South bank of the Chicago River 
near its mouth, and _ consisted of 
block houses and a stockade. It was 
constructed during’ the winter of 

04 by the soldiers who dragged 
the timbers for miles over the snow. 
The abutments of the Michigan Ave- 
nue Bridge now cover part of the site. 


of the United States. The first harbor improve- 
ment was made in 1833. Today it is the greatest 
inland port in the world. From a struggling 
frontier town in 1830 Chicago has grown to a 
metropolis exceeding three million and yielding 
precedence to only London and New York. 


As an insurance center, Chicago has kept 
pace with its other achievements. Its Insur- 
ance Exchange Building occupying an entire 
square in the Southwest corner of the Loop is 
a general headquarters for Branch Offices, 
General Agencies, Brokers and Agents. Here 
wisely centered in one locality is the heart of 
the City’s insurance industry. 


And here, quite naturally, you will find the 
offices of Union INDEMNITY Company, and of 
New York InpemMnity Company—happy to meet 
you, anxious to serve you and proud to be a 
part of the World’s Youngest Great City. 


Union Invemniry Company 


A Division of Insurance Securities Company, Inc. 
New York Indemnity Company 


Detroit Life Insurance Company 
Union Title Guarantee Company, Inc. 
Bankers & Merchants Fire Insurance Company 


Iowa Fire Insurance Company 
La Salle Fire Insurance Company 
Union Title and Trust Company, W. B. P. 


100 MAIDEN LANE, NEW YORK 














EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS 
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New Low Death Rate for Half Year 


Control of Tuberculosis and Marked Reduction 
of Diphtheria Death Toll Outstanding 
Health Features of the Year 


New York, N. Y.—With the chief 
diseases of childhood taking a smaller 
death toll than ever before and the 
establishing of a new low tuberculosis 
death rate, the lowest mortality rate 
for the first half of any year has been 
recorded among the wage-earning pop- 
ulations of the United States and 
Canada during the winter and spring 
seasons of 1930. These figures were 
disclosed by an analysis made by the 
Statistical Bureau of the Metropolitan 
Life Insurance Company of its 19,000,- 
000 industrial policyholders constitut- 
ing a reliable cross-section of the popu- 
lations of the two countries. 

“The white population of the United 
States has enjoyed better health than 
ever before,” said the Statistical Bulle- 
tin, “and with the exception of only 
one prior year, the death rate of the 
colored people has never been so low, 
and the improvement probably extends 
to all ages of the population. 


“As in 1929, a large reduction in 
the tuberculosis death rate, which 
causes death chiefly in early and mid- 
dle adult life, to a new minimum, bids 
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fair. to be the outstanding public 
health feature of the year. The first 
half of the year recorded 85.6 deaths 
per 100,000 policyholders, almost 10 per 
cent less than the previous minimum 
established in 1929 when the mortality 
rate was 95.0 per 100,000.. The per- 
sistence of the strong downward trend 
of tuberculosis mortality continues to 
support the suggestion that by 1940 
the tuberculosis death rate among the 
American and Canadian wage-earning 
populations will be well on its way to 
40 deaths per 100,000. 


Outstanding Features 

“The improvement in the diphtheria 
mortality rate is an outstanding item in 
the year’s health record and is second 
only to the splendid record for tubercu- 
losis. The diphtheria death rate has 
dropped approximately 27 per cent in a 
single year. Unless unexpected-epidemic 
prevalence of this disease is encoun- 
tered at some time during the latter 
half of the year, 1930 will not only 
register a new minimum death rate 
for diphtheria, but will mark the 
largest year-to-year drop ever recorded. 


“Still another favorable item in the 
1930 health report is noted for diseases 
related to child-bearing, which have 
every propspect of recording a new 
minimum death rate this year. 


“Influenza deaths were about normal 
during the winter and spring. This 
is in marked contrast to what happened 
in 1929 when a major influenza epi- 
demic exacted a large death toll during 
the winter. The drop in influenza mor- 
tality has been reflected in a consider- 
able decline for pneumonia. The de- 
ereases recorded this year for heart 
disease and chronic nephritis are also 
due, in part, to the lower prevalence 
of influenza which, when epidemic, al- 
ways hastens the deaths of many per- 
sons who suffer from chronic diseases.” 

The Bulletin also states that the 
year bids fair to mark a decline in 
the deathrate from cardiac conditions; 
but that not much significance attaches 
to the smaller declines for cancer and 
diabetes. They may be entirely wiped 
out if there are unfavorable develop- 
ments later in the year. 
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ASUELIVE THIRDPARTY SMOKES 








is, after all, nothing else that in- 
terests an agent quite so much as sales, 
Therefore I want to pass on a little 
sales talk which was printed in the 
Aetna-izer a few months ago. Dewey 
Mason, general agent for the Aetna 
Life in New York, is credited with 
originating the presentation which fol- 
lows: 


|? the life insurance business there 


* x * 


66 R. SMITH, two minutes of 

M scr time is all I need! I 
have found that one idea has interested 
more men I meet who are successful 
than any other. Here it is: 

“You are an officer in this organiza- 
tion. The head of the company comes 
in to see you this afternoon and says: 

“Mr. Smith, this company is going 
out of business. I do not know just 
how soon the affairs are going to be 
wound up, it may not be for a long 
while, or it may be within the next 
two months. I would rather tell you 
myself, than have the news come from 
anybody else. 

““T expect you have saved quite a 
little in the years you have been with 
us, but it is expensive to live out of 
capital while you are readjusting your 
future. 

“*You’ve been a valuable man, I 
I want to show our appreciation in this 
way: 

“‘*No matter when we close our 
doors, your salary will continue for 
two years in exactly the same way you 
have been receiving it.’ 

“T’ll bet you’d get up, shake hands 
with the boss, and tell him what sort 
of a friend he .is, wouldn’t you? 

“Now this is a fairy story, so far 
as your position in this company is 
concerned, but in your own home ex- 
actly that thing is going to happen. 
The boss is going out of business some 
day. My idea is this: 

“The Aetna is going to pay to thou- 
sands of wives like yours the equiva- 
lent of many years’ income. 

“If this idea strikes you as hard as 
it does most men, I’ll have a doctor 
okay you tomorrow at 10.30.” 


* * * 
F. GILLIOM, widely known Lin- 
e coln National representative 


who has built a great insurance agency 
in a town of 2000 and who has a record 
of consecutive weekly production of 
more than 826 weeks, was recently 
elected to the board of trustees of 
Bluffton College of Bluffton, Ohio, at 
the annual meeting of that body of the 
college. 





RILLIANT young men competed in 
the Thomas A. Edison test the 
past week. One, he was not the winner, 
answered all the questions in three 
hours and ten minutes. After reading 
the questions that were printed in the 
newspapers I concluded I could answer 
them all in about three years and ten 
months, if I had the facilities of the 
Congressional Library and the Smith- 
sonian Institution at my disposal. To 
look at the matter in a cold-blooded 
fashion I really don’t care what effect 
it would have upon the water line of 
a boat if its lead keel were taken off 
the outside and placed inside the boat. 
* od * 
S safety first is my motto on a boat, 
I should very much object to any- 
one taking off the lead keel and bring- 
ing it inside. It would do no one any 
good, that I can see. 
ok * ok 


ANDIDLY, the question which 
C I felt would have the greatest ap- 
peal to an insurance man was the 
following: “You are the head of an ex- 
pedition which has come to grief in 
the desert. There is enough food and 
water left to enable three people to 
get to the nearest outpost of civiliza- 
tion. The rest must perish. Your 
companions are a brilliant scientist 60 
years old; two half-breed guides ages 
58 and 82; the scientist’s wife, in- 
terested mainly in society matters, age 
39; her little son, age 6; the girl you 
are engaged to marry; your best 
friend, a young man of your own age 
who has shown great promise in the 
field of science; yourself.” 

ae ok * 


NOWLEDGE, evidently, was con- 

sidered first worth saving by the 
young men for they. all gave the 
scientist a break. But without excep- 
tion they left his socially inclined 
spouse to perish of hunger and thirst. 
Why she married the ancient scientist 
in the first place and what she was 
doing in the desert when her inclina- 
tions were so strikingly social I do not 
understand. One youth announced 
that he would save himself. Perhaps 
his reason was the same as that of 
a young man I once knew who ex- 
plained his delay in joining the army 
by saying he did: not want to see 
America make the same mistake En- 
gland did by sending all the best men 
first. But here my column is filled 
and I have not treated the other mem- 
bers of the expedition from the in- 
surance standpoint. They will have 
to stay in the desert another week. 














OR good and sufficient reasons, 


Communism enjoys very little 
sympathy in this country. Not always, 
however, are these reasons prominent 
in the general discussions of the topic 
which are forever cropping up in the 
business, social and political worlds. 
Most of us feel so strongly about the 
thing that our emotional reactions 
crowd out the logic we might summon 
to bolster our argument. 

OK ok * 


O those who want to indulge in 

something other than loose mouth- 
ings about “long haired Reds,” I recom- 
mend the reading in Current History 
for August of a simple reprint of 
America’s note refusing to recognize 
Soviet Russia. It is over the signature 
of the then Secretary of State Bain- 
bridge Colby and was issued ten years 
ago. It is a masterful document which, 
with due regard for International law 
and the rights of peoples to determine 
their own form of government, never- 
theless makes out an ironclad case in 
support of America’s position. Suc- 
ceeding Secretaries of State have never 
deviated from it. 

* ok * 


HAVE personally encountered em- 

barrassment in the course of dis- 
cussion with communist protagonists 
when confronted with the argument 
that the Soviet position is analogous 
to that of the American colonists fol- 
lowing the Declaration of Indepen- 
dence. Secretary Colby’s note, how- 
ever, blasts this contention when it 
points out that the Russian people are 
in the grip of a _ non-representative 
Government whose only sanction is 
brute force, and that the group in 
power has never permitted anything 
in the way of a popular election. There 
is no analogy between the appointed 
Commissars in the Kremlin and the 
Continental Congress of 1776. 


* * * 


INALLY, I offer you this quota- 
tation and-rest my case: 

Indeed, upon numerous occasions 
the responsible spokesmen of | this 
power and its official agencies have de- 
clared that it is their understanding 
that the very existence of Bolshevism 
in Russia, the maintenance of their 
own rule, depends, and must continue 
to depend, upon the occurrence of revo- 
lutions in all other great civilized na- 
tions, including the United States, 
which will overthrow and destroy their 
Governments and set up Bolshevist 
rule in their stead. They have made 
it quite plain that they intend to use 
every means, including, of course, diplo- 
matic agencies, to promote such revo- 
lutionary movements in other countries. 
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Progress All Along the Line 


HE splendid mortality record 

for the first half of the cur- 
rent year is a tribute not only to 
scientific progress but to the 
American public as well. Particu- 
larly is this warranted in the 
death rate for tuberculosis and 
diseases of childhood, because 
these records were made possible 
by the intelligent cooperation of 
the general public with organiza- 
tions concerned with health pro- 
motion. 

In former years people were 
inclined to disregard the constant 
warnings of societies warring on 
the White Plague and. to view 
with alarm all diphtheria health 
propaganda, many distrusting 
such advice as was urged upon 
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them and some being downright 
antagonistic toward it. 

Due to the fine work of educa- 
tional agencies such as main- 
tained by the Metropolitan Life 
Insurance Company and by many 
civic health bodies the greater 
part of this apathy and antagon- 
ism has disappeared and in its 
place has come trust, apprecia- 
tion and understanding. The re- 
sults as reflected at mid-year 
show practically all childhood 
disease well under control. Diph- 
theria shows the lowest death rate 
on record, and the same holds true 
for tuberculosis. . 

Barring an unexpected epidemic 
in diphtheria both these dread 
diseases will show an all time low 
death rate for the full year and 
the blessings of scientific medical 
care and intelligent acceptance of 
that care will have been conclu- 
sively demonstrated to even the 
most skeptical. 


Forgery Prevention 


F we were in possession of an 

idea which would be worth a half 
million dollars annually to casual- 
ty companies, we would not hesi- 
tate to devote columns of space to 
it. A young man in one of the 
larger companies believes he has 
just such an idea. At the present 
time, he is effacing both himself, 
and the major details of the val- 
uable scheme. 

For the past few years high 
forgery losses have been gouging 
the profits of the bankers’ blanket 
bond business. Carelessness on 
the part of bank tellers and their 
frequent lack of information 
regarding the methods and ‘sub- 
terfuges of check forgers have 
supposedly contributed to the fact 
that casualty companies are pay- 
ing almost twice as many forgery 
claims as they believe to be neces- 
sary. Periodically one reads of a 
bank teller brilliantly following a 
“hunch,” and checking bank rec- 
ords to apprehend at his window 
a daring criminal. But good un- 
derwriters would not care to rely 
solely on these occasional hunches. 


5 





It is the contention of the 
young man that there are actually 
only ten methods of perpetrating 
a forgery, and since the crime it- 
self is one of the lowest order cf 
intelligence, depending chiefly on 
barefaced courage and faulty psy- 
chology, it seems logical that an 
intelligent campaign would great- 
ly reduce such operations. The 
self-effacing young man’s idea is 
to form a nation-wide organiza- 
tion for the prevention of forgery 
which would operate under the 
supervision of men trained and 
studied in the methods and pre- 
ventitive measures of forgery. 
Such an organization would keep 
in constant contact with all the 
banking institutions of the coun- 
try, prescribe and enforce rules 
for cashing checks, instruct 
tellers in the methods of forgery 
in order that forged checks 
might be more easily recogniz- 
able, and as a whole take the bur- 
den of Atlas from the shoulders 
of the companies. He believes 
that for a relatively small con- 
tribution, casualty companies 
might avail themselves of this 
added service to their clients. The 
idea has already been tried by 
the young man’s company, and its 
results are said to have been sur- 
prisingly inexpensive and effec- 
tual. 


Opportunity for Insurance 
Sisson acc consternation de- 

veloped from the condition of 
crops in the Middle West ought to 
give impetusto the sale of all lines 
of insurance. The drought which 
has brought about the present 
uncomfortable _ situation, with 
many farmers facing ruin and 
with the manufacturer and bank- 
er just as certainly affected, is 
merely another instance of the 
many natural catastrophes which 
are liable to occur at any time 
and season. The only effective 
economic stabilizer yet devised 
to withstand the ravages of fires, 
windstorms and other natural 
misfortunes is insurance which 
distributes the burden of loss 


Editorial 
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over a widespread and largely un- 
affected terirtory. 

The local agent who follows up 
the publicity incident to a na- 
tional misfortune by pointing out 
the facts of his business cannot 
be accused of riding in the wake 
of misfortune to his selfish ad- 
vantage. Insurance is as neces- 
sary to national prosperity as 
any other single factor. Any 
means ,within reason, to guaran- 
tee that end is to be countenanced. 


Pratt and Wight City Managers 
for Philadelphia Life 


In acquiring the services of Jesse 
H. Pratt and Frank Wight as agency 
managers in the Philadelphia terri- 
tory, the Philadelphia Life Insurance 
Company adds well-established ability 
to the managerial staff, for Mr. Pratt 
and Mr. Wight both bring high rec- 
ords in upbuilding of man-power and 
personal production. 

Their records serve as interesting 
examples of the possibilities for per- 
sonal advancement in the life insur- 
ance profession. “Jess” Pratt started 
as an office boy in a fire insurance of- 
fice, became stenographic secretary to 
Griffin M. Lovelace, superintendent of 
agencies for Connecticut Mutual Life, 
rose to inspector of agency accounts 
with the same company and then was 
entrusted with personal contact work. 

Since 1926 Mr. Pratt has been with 
Penn Mutual, first as assistant to Su- 
perintendent Clarence K. Schonck of 
the home office agency, then assistant 
to John A. Stevens Agency. 

Frank Wight, after graduating from 
Bowdoin in 1908, became secretary for 
United States Senator Hale of Maine, 
worked for some years in the commer- 
cial field with Barker, Carver & Mor- 
rell, and with W. A. Harriman & Co. 
as manager of the export department. 

Then with Penn Mutual as a per- 
sonal producer, turning in a record of 
$249,000 in part time in his first year. 

Rapidly he advanced with the John 
A. Stevenson Agency. He gained su- 
pervision of the full time agents’ unit 
under James O. Jenson and was re- 
sponsible for recruiting and training. 


Becomes Agency Director 


The American Standard Life Insur- 
ance Company of Birmingham, Ala., 
has shown a splendid increase in busi- 
ness since appointing C. C. Adams as 
their agency director. Mr. Adams was 
with the Life and Casualty Insurance 
Company of Tennessee for 14 years, 
and for the past six years was their 
leading producer. 


Editorial 


Progress of Jefferson Standard 


GREENSBORO, August 3.—The direc- 
tors of the Jefferson Standard Life 
were informed at the semi-annual 
meeting, held in the home office, the 
Jefferson Standard company’s new 
business in the first six months of the 
year totalled $28,653,700 to raise in- 
surance in force on July 1 upward 
of $370,000,000 and assets increased 
in the same period by $2,067,000 and 
now total $50,813,000. 

Particular pride was expressed by 
the company’s directors and officials 
in the assets passing the $50,000,000 
mark. The directors voted the regular 


5 per cent semi-annual payment to 
stockholders on the $1,000,000 capital. 

Charles W. Gold, vice-president and 
treasurer, reported collections in the 
first six months better than for the 
first half of 1929 and interest pay- 
ments also more prompt. 


Monthly Business Record 


R. H. Keffer, general agent of the Attna 
Life Insurance Company at 100 William 
Street, New York City, announced that that 
Agency paid for $2,772,600 during the month 
of July, 1930. 

The total business paid for by this Agency 
for the year 1930 to August 1 was 
$23,026,425. 








above. 





CONSEQUENCE IS 
UNPITYING 


In a manner of speaking, all life in- 
surance salesmen are missionaries, and 
there is no lesson they can carry to the 
uninsured or underinsured that has a 
more important implication than that 


A family provider who fails 
to insure himself adequately 
never pays for his own folly. 


But “unpitying consequence” 
takes the toll from his defence- 


less widow and children. 


Tell him how he can prevent this! 


The Prudential 


Insurance Company of America 
Epwarp D. Durrretp, President 
Home Office, Newark, New Jersey 
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C. L. U. Diploma Holders More 
Than Doubled 


Two Hundred and Nine 


Life Underwriters Quall- 


fied for Profession’s Highest 


Designation 


Three hundred and thirty-four appli- 
cations for permission to take the 1930 
examinations of the American College 
of Life Underwriters for the C.L.U. 
diploma (as contrasted with thirty-nine 
for the examinations of June, 1928, 
fifty-one for the-examinations of De- 
cember, 1928, and one hundred and 
fifty-seven for the examinations of 
June, 1929) were approved by the Reg- 
istration Board of the College as com- 
plying with all the rules of eligibility. 
Of this number, two hundred and 
thirty-five (compared with thirty-four 
in June, 1928, thirty-two in December, 
1928, and one hundred and fourteen 
in June, 1929) presented themselves 
for the scheduled examinations. These 
candidates represented eighty-six cities 
and towns in thirty States, the District 
of Columbia and Japan. The exam- 
inations were held on June 19, 20 and 
21 at thirty-six examination centers. 

The present list of one hundred 
Chartered Life Underwriters has been 
increased as a result of the 1930 ex- 
aminations to two hundred and nine. 
The following persons, having com- 
pleted all the other eligibility require- 
ments this year, are entitled to use the 
designation of C.L.U.: 


Ames, Milton B., Gen’l Agent, Mutual 
Benefit Life Insurance Company, Nor- 
folk, Va. 

Baketel, H. Sheridan, Agent, Union Cen- 
+ ata Insurance Company, Bayside, 


Barnes, George, Agent, Home Life Insur- 
ag Company of New York, St. Louis, 
oO 


Bell, Hugh S., Gen’l Agent, Equitable Life 
Insurance Company of Iowa, Seattle, 
Washington. 

Bolton, T. C., Professor of Insurance, Syra- 
cuse University, Syracuse, N. Y. 

Boyd, Daniel H., Agent, Equitable Life 
Assurance Society of the United States, 
Paterson, N. J. 

Boyd, William N., Manager, Barron-East- 
man Agency, Inc., Seattle, Washington. 
Brooks, John W., Agent, Northwestern 
Mutual Life Insurance Co., Syracuse, 

New York. 
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Brown, Gerard S., Agent, New England 
Mutual Life Insurance Co., Chicago, Ill. 

Brubaker, A. W., Agent, Columbus Mutal 
Life Insurance Co., Lancaster, Pa. 

Burrell, Maynard C., Manager, Home Life 
le Co. of New York, Washington, 


. ©. 
Bushnell, Asbury, Dist. Manager, Union 
Central Life Insurance Co., Pasadena, 


Cal. 
Capps, John E., Dist. Manager, Pacific 
Mutual Life Insurance Co., Norfolk, Va. 


(Concluded on page 17) 








Provident Mutual Opens 
Two New Agencies 





Growth of Business in New Jer- 
sey Forces Split-up of Terri- 
tory Under Louis F. Paret 


Two new general agencies in the 
State of New Jersey were opened by 
the Provident Mutual Life Insurance 
Company of Philadelphia as of Aug. 1. 
The agency for the northern part of 
the State will be located at Newark, 
under the supervision of General Agent 
Alexander F. Gillis. The central New 
Jersey Agency will have its head- 
quarters at New Brunswick under the 
direction of General Agent Bert H. 
Stowell. 

These branches were opened as the 
result of splitting the territory of the 
old New Jersey agency, Louis F. Paret, 
general agent. After the opening of 
a new office at Seventeenth and Chest- 
nut Streets, Philadelphia, a few months 
ago, Mr. Paret found it increasingly 
difficult to cover the entire State, and 
recommended the promotion of two of 
his Associate General Agents to com- 
plete charge of their territories. Mr. 
Paret will still retain the Philadelphia 
office and the South Jersey territory 
with headquarters at 501 Cooper Street, 
Camden. 


International Conven- 
tion Plans 


Departmental Officials 
Added to List of Well- 
Known Speakers 








Special Features Outlined 





Toronto Life Underwriters Asso- 
ciation to Act as Conven- 
tion Host 


In addition to the list of speakers 
for the International Convention of 
Life Underwriters to be held in To- 
ronto, Sept. 24, 25 and 26, announced 
in a recent issue, brief addresses will 
be delivered by representative Insur- 
ance Commissioners, including, it is 
hoped, Howard P. Dunham, Insurance 
Commissioner for the State of Con- 
necticut and President of the National 
Convention of Insurance Commission- 
ers; G. D. Finlayson, Dominion Super- 
intendent of Insurance, Ottawa, and 
R. Leighton Foster, superintendent of 
imsurance for the Province of Ontario, 
representing the Association of Super- 
intendents of Insurance of the Prov- 
inces of Canada. 

Greetings will be brought from vari- 
ous organizations closely associated 
with the Life Underwriters, including 
the Canadian Life Insurance Officers 
Association, the Life Presidents As- 
sociation, the American Life Conven- 
tion, the Life Agency Officers Associa- 
tion of America and the Canadian As- 
sociation of Life Agency Officers. 

The theme of the convention will be 
“Life Underwriting: Yesterday, Today 
and Tomorrow,” and the convention 
will open with the performance of a 
unique playlet in three acts, featuring 
the convention theme, of which playlet 
Fred C. Gerred of the London Life, 
Toronto, is the author and director. 
The greatest possible emphasis has 
been placed upon actual selling topics 
and speakers qualified to aid the life 
underwriter of today to a larger suc- 

(Concluded on page 9) 
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Business Report for First 
Six Months 


Equitable Life Assurance Society 
Assets Increased More Than 
Fifty Millions 

At the monthly meeting of the board 
of directors of The Equitable Life As- 
surance Society of the United States 
held July 17, President Thomas I. Par- 
kinson announced that the assets of 
the society as of June 30 totaled $1,- 
230,442,740, an increase of $51,051,576 
for the first six months of the year. 

The new ordinary insurance issued 
and paid for during the first half of the 
year showed an increase of 8 per cent 
over 1929. 

Payments to policyholders for the 
six months period totaled $87,490,680. 

New investments made by the So- 
ciety for the same period totaled $67,- 
373,565. 

In the continued increase in new in- 
surance taken and consistent growth in 
total number and amount of policies 
maintained in force, President Parkin- 
son sees a sound and growing apprecia- 
tion of life insurance by the American 
public for both protection and invest- 
ment purposes. 





Homer O. Wilhelm, Vice-Pres. 
National Association, Dies 


Homer O. Wilhelm, president of H. O. 
Wilhelm & Co., general agents in Ne- 
braska and southwestern Iowa for 
Northwestern National Life of Min- 
neapoiis, and vice-president of the 
National Association of Life Under- 
writers, died Thursday, July 28, at 
6.15 a. m. in Denver, Colo. 

Mr. Wilhelm had been in failing 
health since last February, when he 
underwent an operation on account of 
an infection of the throat. He first 
joined Northwestern National Life in 
1916. Since that time Mr. Wilhelm has 
built up the splendid organization which 
is now producing about $4,000,000 per 
year of new business for Northwestern 
National. The agency has always been 
among the Company’s leaders. It has 
insurance in force of approximately 21 
millions. Mr. Wilhelm was born Aug. 
21, 1887, near Zanesville, Ohio. 


Another Good July Record 


Manager James M. Woodhouse of 
the Union Central Life at. Boston re- 
ports an unusually profitable season 
for this time of the year. He says that 
his July business is three times that 
for the corresponding month of last 
year, and that 26 per cent of it was 
produced by new agents. The agency 
is some $600,000 ahead of last year’s 
volume at this time. 
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Northwestern Agents Who 
Qualified for Prizes 


Sixteen members of the agency or- 
ganization of Northwestern National 
Life of Minneapolis will be awarded 
prizes at the company’s annual regional 
conventions, to be held in August, for 
their splendid work in the conserva- 
tion of business. 

Foremost among these agents is Leo 
Rosenfeld of El Paso, Tex., who main- 
tained during the past twelve months 
a perfect zero ratio. Others who fin- 
ished with exceptionally low ratios 
are, in order of rank: Howard W. 
Yerxa, W. O. Westafer of Minneapolis, 






L. J. Dougherty of Sioux City, Iowa, 
H. B. Nelson of Freeport, IIl., and 
C. L. Isaacson of Los Angeles. 

The other agents who will be 
awarded prizes for their conservation 
efforts are B. E. Williams of Omaha, 
E. E. Moore and C.-O. Arvold of Min- 
neapolis, M. S. Baker of Cincinnati, 
S. J. Nadel of Dallas, J. B. Clabots of 
Jamestown, N. D., H. P. Michael of 
Harrisburg, Penn. F. J. Seibel of 
Grand Rapids, Mich, and I. K. 
Schwartz of Newark, N. J. The 
awards range from $200 to Mr. Rosen- 
feld to $25, six agents receiving over 
$100 each. 



















work. 







N ARCHITECTURAL LANDMARK OF DIGNITY AND 

BEAUTY, this building is primarily an ideal workshop. Its 
3,800 employees enjoy the maximum of good air, sunlight and quiet 
possible in the intense life of Manhattan, as well as 20th Century 
utilities and convenience that multiply human efficiency in the day’s 


NEW YORK LIFE INSURANCE COMPANY 
Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, President 
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Continental Life Occupies 
New Building 





Recently Completed Structure 
Now Dominates St. Louis 
Skyline 
Located at Olive Street and Grand 
Boulevard, St. Louis, the busiest trans- 
fer corner in the city and one of the 
highest elevations in the city, the newly 
erected Continental Life Building is 
334.6 feet high, fronting 160 feet on 
Olive Street, with the first five stories 
extending back 152 feet, the length of 

the lot, to a 20-foot driveway. 

The building cost $1,750,000 and was 
completed without debt or mortgage of 
any kind. It is constructed of steel and 
concrete and is fireproof throughout. 
The exterior is faced with light cream 
terra cotta in two-tone effect. 


The building was designed by Archi- 
tect William B. Ittner, who has con- 
structed more than 400 prominent 
American buildings and some of St. 
Louis’ finest school. Mr. Ittner is a 
director of the Continental Life Insur- 
ance Company. 

The first floor and mezzanine are 
fitted out as one of the most modern 
and complete banking quarters in the 
country and will be occupied by the 
Grand National Bank, of which. Mr. 
Mays also is president. 

The Continental Life will occupy the 
second, third, fourth and fifth floors, 
the executive offices being located on 
the fifth floor, where there is also an 
assembly hall with stage, for company 
meetings and entertainments, and a 
kitchen and dining room where meals 
may be served. 

The two top floors of the building 
have been reserved for the private 
home of President Mays, and have been 
arranged into a modern apartment, 
with flower garden effects on the ter- 
races of the twenty-second story set- 
back and the roof, from which there is 
a most unusual view in all directions of 
the city. 

The remaining floors are available 
for business offices and professional 
quarters, and 50 per cent of the space 
was rented before the completion of the 
building. 

The Continental signal light atop the 
building will be visible for a distance 
of 100 miles. Its rays are thrown from 
a hexagon torch, 12 feet high and 6 
feet in diameter, composed of 1200 feet 
of Neon tubes arranged against a white 
background. The illumination will be 
accentuated by the flood lighting of the 
upper portion of the building by 52 


pacity, operated from the seventeenth 
floor setback. 


electric lamps each of 1000 watt ca- Quite a number of friends of the 
i 
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New Home Office Building of the 

Continental Life Insurance Com- 

pany at Olive St. and Grand Blod., 
St. Louis, Mo. 


Ascribes Growth to Investment 
Feature 


BIRMINGHAM, ALA., Aug. 5.—Protec- 
tive Life of Birmingham in June, 1930, 
wrote more business than for any past 
month, announces President Sam Cla- 
baugh. The company not only had the 
biggest June in its history but set an 
all time record for one month, he said. 

President Clabaugh ascribed this 
record to a growing demand for insur- 
ance as an investment, to the “double 
income” policy being offered by the 
company, and to a desire on the part 
of many to establish an insurance es- 
tate to replace shrinking values in other 
lines. 





MOVE EXECUTIVE OFFICES 


NEw ORLEANS, Aug. 4, 1930.— 
The Pan American Life has com- 
pleted moving its executive offices 
from the thirteenth to the 
eleventh floor of the Whitney 
Bank Building. This morning a 
reception was held, which was at- 
tended by many of the leading 
business men of New Orleans. 


company sent elaborate floral de- 





signs for the occasion. 
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New Standard Life Policy 
Discourages Lapse 





Company Has Made Substantial 
Progress in Past Year—Con- 
vention Scheduled 


The Standard Life of Jackson, Miss., 
which began operations late in 1929 
reports $2,920,218 submitted business 
and a total of $1,795,000 paid for. 

Although the company was organized 
to write non-participating insurance it 
is pushing a coupon policy, and a spe- 
cial twenty payment life “stockholder’s” 
participating policy. C. E. Stevens, 
superintendent of agencies, advises 
THE SPECTATOR that this policy appeals 
to the sporting instincts of prospects. 
It begins to participate after two an- 
nual premiums have been paid, and 
after five years, a portion of the pre- 
miums will go into a special fund which 
will be shared by surviving policy- 
holders at the end of the twenty-year 
period. Policyholders who lapse or 
surrender their insurance will not 
benefit from this fund. Beneficiaries 
of those who die before the end of 
twenty years will receive a propor- 
tionate part in a mortuary dividend. 
Mr. Stevens says he is informed that 
only 20 per cent of insured persons 
carry their policies as long as twenty 
years, and therefore he believes that 
those who apply for this form and 
continue their policies will receive a 
large benefit. 

The company will hold its first 
agency convention at the Buena Vista 
Hotel, Biloxi, Miss., Aug. 14 and 15. 
About twenty agents are expected to 
qualify for attendance. One hundred 
and sixty-two agents are under con- 
tract. 





Toronto Convention 
(Concluded from page 7) 
cess in his chosen calling were selected 
for the program. 

A special Managers’ Session will be 
under the leadership of John Marshall 
Holcombe of the Life Insurance Sales 
Research Bureau, Hartford, Conn. 

The Million Dollar Round Table, a 
special feature open only to million 
dollar producers, will be under the 
chairmanship of Earl G. Manning of 
Boston. 

James Elton Bragg of New York 
will conduct an “Open Forum.” 

W. Davidson Thompson, eminent 
baritone of Winnipeg, has accepted the 
role of song leader and will be ably 
assisted by Joe Lyons at the piano. 

The Life Underwriters Association 
of Toronto will be the host to probably 
three thousand attending this greatest 
of life underwriters’ conventions, and 
is leaving no stone unturned to assure 
a varied program of entertainment. 
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MISSOURI STATE LIFE 


THE PROGRESSIVE COMPANY 


The Missouri State Life is sincerely striving to render 
progressive service. Its Executives, Officers and Depart- 
ment Heads are constantly on the alert to give helpful co- 
operation of the most practical character. The Company 
knows the value of Agents—it is fully aware of their prob- 
lems, and seeks at all times to maintain a close relationship 
and sympathetic understanding between its Home Office and 
Field forces with a view of rendering service that will make it 
easier for the Agent and enable him to give complete satis- 
faction to his clients. It is this progressive spirit—this spirit 
of cooperation and service, extending through every Depart- 
ment and every Agency of the Company, that is responsible 
for the Company’s wonderful growth. It is the principal 
factor that gives to the Missouri State Life the distinction of 
being “‘The Progressive Company.” 














More than 
$1,240,000, 000.00 


of insurance in force 


‘Missouri State Life Insurance Company 


HILLSMAN TAYLOR, President 
ST. LOUIS, MO. 
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Home Life Representatives 
Elect Officers 





John E. Scott, of Brooklyn, N. Y., 
Chosen as Head of Agency 
Association 


The Home Life Agency Association, 
membership of which consists of the 
general agents and managers of the 
Home Life, has just installed its new 
officers for the coming eighteen months. 
The men now destined to control the 
affairs of the organization, are John 
H. Scott, of Brooklyn, N. Y., president; 
Bernard Weber, of Buffalo, N. Y., vice- 
president; Raymond C. Ellis, of New 
York City, secretary-treasurer; W. A. 
A. Bruehl, Jr., of Cincinnati, chairman 
of the executive committee, this latter 
committee consisting of the following 
men: Bryan L. Bowers, of Oklahoma 
City, Warren H. Preble, of Boston, 
Sigourney Mellor, of Philadelphia, 
Russell M. Simons, of New York City, 
and William B. Stark, of Syracuse. 

There are two special committees, 
one, the contest committee, headed by 
William B. Stark, and the other, a 
newly formed one, publicity committee, 
headed by Mervin L. Lane, of New 
York City. This latter committee will 
function as a central clearing house for 
ideas, and will forward bulletins each 
month to all agencies of the company, 
giving new and effective agency-build- 
ing material. It will also serve as 
a means of broadcasting selling plans 
and ideas, gathered from all sections 
of the country. 


West Coast Life Holds Annual 


Conference 


The seventh annual conference of 
the northern department of the West 
Coast Life Insurance Company was 
held at the Hotel Gearhart, Oregon, 
July 21, 22 and 23. Making a com- 
parison of the first six months of 1930 
with the first six months of 1929, Vice- 
President Gordon Thomson, manager of 
agencies, reported that: 

Applications received had gained 15 
per cent in number and 18 per cent in 
volume; 

Business issued had gained 16 per 
cent in number of applications and 17 
per cent in volume; 

Business paid had gained 15 per cent 
in number of applications and 13 per 
cent in amount; 

First year paid premiums showed a 
gain of 15.3 per cent. 

These figures embraced the business 
for the entire company. Very substan- 
tial gains were also reported for the 
States comprised in the Northern De- 
partment by Superintendent of Agen- 
cies J. W. Stewart. 
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HALF CENTURY SERVICE 





Captain Robert H. Kellogg 


Fifty Years with Conn. 
Mutual 


Capt. Robert H. Kellogg Com- 
pleted Half Century of Ser- 
vice August 1 


On Aug. 1, Captain Robert H. Kel- 
logg, veteran Connecticut Mutual man, 
celebrated the completion of a half cen- 
tury of service with the company. Cap- 
tain Kellogg, a supervisor of agencies 
and resident of Delaware, Ohio, on that 
day was heartily congratulated by 
many friends and associates who have 
known and respected him for years. 
One of the first to offer felicitations 
was Dr. Charles D. Alton, medical 
referee, who has been with the com- 
pany five years longer. On behalf of 
the officers of the company Samuel K. 
Coffman, general agent at Columbus, 
Ohio, presented Mr. Kellogg with a 
bouquet of fifty roses on his anni- 
versary. 





Aetna Group Policies 


BALTIMORE, Aug. 2.—Group pension 
and total permanent disability benefit 
insurance for their employees have 
been placed by the Waverly Press, Inc., 
and the Williams and Wilkins Com- 
pany of Baltimore, with the Aetna Life 
Insurance Company. 

The normal retirement age is 65 for 
men and women, with the amount of 
monthly pension payable dependent 
upon the employee’s average weekly 
salary. The scale of pensions will re- 
tire each employee at approximately 
75 per cent of his average weekly sal- 
ary, with no employee to receive more 
than a monthly pension of $100. 





YOUR 
HAPPINESS 


is necessary to your success. 
You must be content with 
the business you are in, en- 
couraged by the results you 
are getting, and optimistic 
over the future possibilities 
of your present connection. 
Your happiness and. success 
require these conditions. 

















Home office co-opera- 
tion is a big factor in 
deciding the attitude of 
the life insurance man 

toward his work. It 
has much to do with 
the results he gets 










and is an indica- 
tion of what he 
may look for- 
ward to in the future. 
Commonwealth 
agents receive the will- 
ing, cordial support of 
the home office. This 
cordial co-operation is the 
result of an understand- 
ing of the needs of the 
life insurance agent. It is 
no wonder COMMON. 
WEALTH agents are 
happy and_ successful. 
















COMMONWEALTH 


LIFE INSURANCE C0. 
LOUISVILLE, KY. 
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LAPSE S 
are too high! 





‘Referring to the year 1929, an editorial in “Best’s Insurance News,” Life Edition, 
July 1, 1930, says: 


“Inasmuch as the total paid policyholders was only $2,000,000,000 tt is a safe bet that 
lapses were close to $10,000,000,000 for the year. If it costs a company on an average $4 
a thousand to write such insurance this indicates a cash loss of $40,000,000. While we 
do not suggest that all of this figure might conceivably be saved, yet it does seem that a con- 
siderable portion of it could be and that here lies a field for the most fruitful research. The 

differences between companies in the matter of the persistency of insurance are very great 

and there is no reason why all cannot do as well as the best.”’ 


Every insurance man knows that there has been an alarming increase in policy loans 
since the stock market crash last October. 


When policy loans increase lapses increase; for a large percentage of policyholders 
who borrow on their policies never pay another premium. The policies become lapsed, 
and the policyholders are lost to the company. 


The American Conservation Company is in a position to conserve this type of 
business—to reduce the number of lapses, thereby reducing cash losses. 


This company, with a large staff of trained men in the field, capable of covering 
the entire country, produces results at low average cost. The service enables the original 
writer of the insurance to take care of its policyholders who have made loans; prevents 
competing companies coming in and substituting new policies. 


Inquiries concerning methods and rates will be held in strict confidence. 


AMERICAN CONSERVATION COMPANY 
LIFE INSURANCE SERVICE 
Herbert G. Shimp, President 


307 NORTH MICHIGAN AVENUE, CHICAGO 













































THE SPECTATOR 
August 7, 1930 






ee ee eee ee, ee ee | 














John A. Reynolds Takes up New 
Duties as Detroit Life Head 





Congratulations and best wishes were in order when John A. Reynolds took over his new duties 
as president of the Detroit Life Insurance Company, a division of the Insurance Securities Group. 


The above photograph was taken in the flower-bedecked office of President Reynolds. 


It shows 


from left to right, Mr. Jerome C. Saltzstein, Executive Vice-President; Mr. John A. Reynolds, 
President; Colonel S. George Coates, Manager at Cleveland, Ohio and Mr. Mike M. Moss, 
Senior Vice-President of the Detroit Life Insurance Company and Insurance Securities Company, 
Inc. As the photograph shows, Mr. Reynolds was the recipient of many floral tokens of congratu- 
lations and good will upon assuming his new duties as president of Detroit Life Insurance Co. 








Year’s Largest Group Con- 
tract Is Placed 





Travelers Insurance Company 
Writes Coverage Involving 
Sixty Million Dollars 


The National Dairy Products Cor- 
poration, New York City, has an- 
nounced through its president, Thomas 
H. McInnerney, that it has taken out 
group life, accident and sickness insur- 
ance for its 35,000 employees in more 
than 150 subsidiaries throughout the 
United States involving $60,000,000 life 
insurance and more than $500,000 
weekly benefits for sickness and non- 
occupational accidents. 

The plan is cooperative and was 
underwritten by the Travelers Insur- 
ance Company, Hartford, Conn., 
through Marsh & McLennan, Inc. 

This is undoubtedly the largest 
group policy issued this year. Liberal 
benefits are provided through the plan 
ranging upward from a minimum of 
$1,500 life insurance and $15 weekly 
accident and sickness benefits, depend- 
ing upon the employee’s earnings. 
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“For some time consideration has 
been given to the adoption of a plan 
providing insurance protection for all 
employees of National Dairy Products 
Corporation and its subsidiaries,” said 
a statement to employees issued by 
President McInnerney. “This has 
been prompted by recognition of the 
importance of adequate insurance pro- 
tection for employees and their de- 
pendents under a plan whereby the 
Corporation shares part of the cost. 

“New employees will qualify for in- 
surance under this plan after com- 
pleting six months of service. We are 
fully conscious of the importance of 
having a contented group of employees 
and believe that this liberal plan now 
effective uniformly in all of our sub- 
sidiaries should help as far as possible 
in relieving each individual from 
economic worries.” 


The Pan-Amercan Life Insurance 
Company announces the appointment of 
the following district managers: E. C. 
Miller, Des Moines, Iowa; T. C. Strong. 
Jefferson City, Mo.; J. Albert Fugate, 
Logansport, Ind. 
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Voters Urged to Guard 
Against Tax Raise 





Question of Increased Levy on 
Life Premiums Injected 
into Campaign 


BIRMINGHAM, ALA., Aug. 5.—In the 
campaign for governor now being 
waged in Alabama the question of in- 
creased taxes on insurance premiums 
has been injected. Tram Sessions, of 
Birmingham, general agent for Mas- 
sachusetts Mutual, in a letter to in- 
surance agents urges them to ascer- 
tain views of the candidates on this 
subject and vote accordingly. He 
pointed out that at the last session of 
the legislature an attempt was made 
to increase the tax based on insurance 
premiums and that a similar effort will 
probably be made at the next legisla- 
ture. 

Sessions inclosed copy of a letter 
from Judge B. M. Miller, one of the 
candidates for governor, definitely 
taking a stand against any increase in 
the tax. He says: 

“In my opinion life insurance under 
present conditions is not only extremely 
beneficial but has become almost 
as necessary as any living commodity. 
Any increase by way of taxes would 
necessarily increase its cost. For this 
reason I am opposed to such increase 
and will oppose it if elected governor.” 


Liquidation Proceedings 


Alvin S. Keys has been appointed 
receiver of American Industrial Insur-. 
ance Company, Springfield, Ill., and 
has been directed by order of the Cir- 
cuit Court of Sangamon County, IIli- 
nois, entered July 21, 1930, to take 
possession of the property and liqui- 
date the business of this company. 








_—_____=_=_= 








Stephen M. Babbit 
President 


HUTCHINSON KANSAS 
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PRODUCTION— 


of Paid Business by this 
Company showed a gain of 
Thirty Percent in 1929. If 
there is a more eloquent 
story of performance by 
the Company in an Expand- 
ing Mood, you write it, 
Fieldman! Or better still, 
write for information about 
the opportunities to join in 
the greater performance of 


1930. 

















CALIFORNIA STATE LIFE 
INSURANCE COMPANY 
J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 


























Insurance in Force 


$373,829,672.00 





Admitted Assets 
$66,078,899.84 





Payments to Policyholders in 1929 


$5,843,679.30 





Total Payments to Policyholders 
Since Organization 
$57,731,337.00 
—Thi — 


Life Insurance Company of Virginia 
Richmond, Virginia 
Incorporated 1871 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 
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LONE 
WARRIOR 


“4H 


The Life Salesman is a lone warrior. In the 
interests of human welfare he struggles hand to 
hand with Improvidence. It is mortal combat, 
for to lose the fight exposes defenseless lives to 
deadly enemies. Hunger, Destitution, Frus- 
trated Hopes too often celebrate an ugly triumph 
when the Life Salesman is vanquished. 


The Cause demands that the warrior be well 
armed. It is a moral obligation upon every com- 
pany to supply the best possible weapons— 
straightforward policies; provisions that protect; 
and benefits of breadth and strength to meet the 
need. Skill to wield these weapons is of para- 
mount importance; and help in learning their use, 
the plans of campaign, the methods of attack, 
maintains the Salesman’s courage and aids to 
victory. 

These things we try to give—the weapons, the 
skill, and the encouragement to defeat Improvi- 
dence. 


The Franklin Life Insurance Company 
Springfield, Illinois 

















FORGING AHEAD 


THE COLONIAL LIFE INSURANCE 
COMPANY OF AMERICA 





Now in Tenth Place and Leading 
Forty Other Companies 


Wide Variety of Industrial and Ordinary 
Policies Adapted to the Insurance Needs 
of the Whole Family. 








There’s No Better Contract Anywhere 


OFFICERS 


E. J. HEPPENHEIMER, President 
Cc. F. NETTLESHIP, Vice-President S. R. DROWN, Secretary 
G. T. SMITH, 2nd Vice-President E. C. WISE, Treasurer 


Home Office—Jersey City, New Jersey 


Over $119,000,000 in Force 


“A Good Company To Represent 








Represent a Good Company” 
| PEI AR IL NT —— 
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Fare Concession Granted 
Insurance Advertisers 





Required Atbiuilaiion Practically 
Assured for Milwaukee Meet- 
ing; W.T. Shepard on Program 


The Insurance Advertising Confer- 
ence announces that through the coop- 
eration of the Milwaukee Association 
of Commerce and the Western Passen- 
ger Association, those attending the 
annual meeting at Milwaukee on Sept. 
28 will be able to obtain round trip 
railroad fares at the fare and a half 
rate provided a minimum of 150 are in 
attendance—which is almost assured. 

Those coming to the meeting must 
secure certificates when purchasing 
their tickets to Milwaukee. These will 
be collected in Milwaukee by the As- 
sociation of Commerce, and numbered 
receipts given for them. When a suffi- 
cient number of the certificates have 
been collected, they will be validated 
and turned back to the original owners. 
With these validated certificates, re- 
turn passage will be obtainable at half 
price. 

Members and their friends are also 
assured there will be no confusion when 
arriving at the Schroeder Hitel—the 
convention headquarters. Those who 
have made reservation will find their 
rooms ready for immediate occupancy. 

Walter T. Shepard, vice-president in 
charge of agencies for the Lincoln Na- 
tional Life of Fort Wayne, Ind., has 
accepted an invitation to speak before 
the Life Group of the Insurance Ad- 
vertising Conference. 

Mr. Shepard has been with the Lin- 
coln National for 21 years and super- 
vises the efforts of 2,500 men. He is a 
member of the executive board of the 
Life Agency Officers Association and 
the Life Insurance Sales Research 
Bureau. 


45 Per Cent Gain for July 


The volume of sales of new life in- 
surance written by the Phoenix Mutual 
Life Insurance Company during the 
month of July exceeded by $3,343,000 
the highest total for any previous July 
in the company’s entire history. Ac- 
cording to Col. D. Gordon Hunter, vice- 
president in charge of sales, this repre- 
sents a gain of 45.8 per cent over 
July of last year and, when taken into 
consideration with the fact that sales 
for the first half year were 25 per 
cent ahead of the first six months of 
1929, indicates that conditions will 
probably remain favorable to the life 
insurance business throughout the re- 
mainder of the year. In the experience 
of this company at least there has 
been no evidence of the subnormal. 
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Enters Pan-American in 
Venezuela 


C. D. Corey, vice-president of the Pan- 
American Life Insurance Company, in 
charge of the foreign department, has 
just returned from an extended busi- 
ness trip in the West Indies and South 
and Central America. While in South 
America, he qualified the Pan-American 
Life in the republic of Venezuela. No 
foreign companies have operated in 
Venezuela for the past eighteen years, 
and Mr. Corey anticipates that his com- 
pany will do a large volume of business 
in that prosperous country. 


Visiting Latin America 

Vice-president C. D. Corey, in charge 
of Latin America for the Pan-Ameri- 
can Life Insurance Company at New 
Orleans, left on July 30 for Cuba. 
After a visit with the company gen- 
eral agent in Havana, Mr. Corey will 
proceed to Honduras. After a short 


visit there he will return to the home 
office. 
















AS WE SERVE 
WE PROGRESS 


Insurance in Force 
1923 One Billion 
1927 One Billion and a Half 


1930 Two Billions 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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Missouri State Life Head Is 
Optimistic 





Sees Business Depression as 
Mainly “A State of Mind” and 
Cites Business Record 


Back in St. Louis from conventions 
of the Hundred Thousand and Quarter 
Million clubs of his company, Hillsman 
Taylor, president of the Missouri State 
Life Insurance Company, is firmly con- 
vinced that the country generally is in 
much better shape physically and finan- 
cially than it has been for some time, 
and that the so-called business depres- 
sion is largely a state of mind. 

Conferring with individual agents 
from various parts of the country, Mr. 
Taylor found most of them were con- 
vinced that business wasn’t so bad in 
their own particular section or State, 
but that it seemed to be bad in other 
States. 

“This indicates to me that the gener- 
ally reported bad business situation 
over the country is largely a state of 
mind—mental condition,” he said. 


Six Months’ Gains 


“Take our own company, for exam- 
ple. For the first six months of this 
year the Missouri State Life Insurance 
Company shows an increase in total 
paid-for business of 3 per cent over the 
same period of 1929. 

“Our Salary Savings Department 
leads all other departments in the per- 
centage of gain shown, being 39 per 
cent ahead of last year’s record for the 
first six-month period. Our Group Life 
Department in the same period shows 
a gain of 17 per cent. Our mortality 
experience is about 4 per cent under 
the figures shown for the same period 
last year. 

“That’s the basis for my opinion that 
people are in a more healthy condition 
physically and financially right now 
than they have been for some time.” 


Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and 
limited production. 


large enough for an un- 


Contract as good as the best, with exclusive rights. 
Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


Address 


EXCLUSIVE, 
care of THE SPECTATOR 
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Now Ready! 


1 The Insurance Year Book 
—1930 Edition 


The fifty-eighth annual issue of the encyclopedia of the life 
insurance business is available to subscribers two months ahead 
of its 1929 publication date. This book, which covers every life 
insurance company operating in the United States, is a com- 
pendium of eight complete life insurance annuals and provides 
the following outstanding features: 


1. A Complete Reporting Service. 
2. A Detailed Financial Statement. 
3. A Seventeen Years’ Statistical History. 
4. Underwriting Experience By States. 

5. An Essential Compilation of Miscellaneous Statistical Data. ) 


And in Addition 


L _ A Digest of State Laws. 
. A Comprehensive List of Over 50,000 Agents. 


. A List of Medical Examiners and Attorneys 
Especially Qualified for Life Insurance. 


PRICES 


Life Insurance Volume, including Special Reports 

Casualty, Surety and Miscellaneous Insurance Volume, including Monthly Bulletin and 
Special Reports 

Fire and Marine Insurance Volume, including Monthly Bulletin and Special Reports. ... 


Two Volumes, when ordered together 
Three Volumes, when ordered together 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th Street, New York 
CHICAGO BOSTON NEW ORLEANS 


Fire Insurance and Casualty, Surety and Miscellaneous Volumes will be ready 
for delivery in a few days 
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C. L. U. Diploma Holders 


(Concluded from page 7) 


Carter, Fred, Gen’l Agent, American Se- 
el Life Insurance Co., Birmingham, 
Ala. 

Chambers, Vaughan C., Agent, Mutual 
Benefit Life Insurance Co., Lansdowne, 


Pa. 

Cochran, Percy L., Agency Organizer, Mu- 
tual Life Insurance Co. of New York, 
Spokane, Wash. 

Cohen, Philip, Agent, Northwestern Mutual 
Life Insurance Co., Buffalo, N. 

Coil, Harold S., Agent, Mutual Benefit Life 
Insurance Co., Cincinnati, Ohio. 

Conyne, James H., Agent, Prudential In- 
surance Co. of America, San -Diego, Cal. 


Cooksey, Harold S., Agent, Northwestern 
— Life Insurance Co., Norman, 
Okla. 


Cravens, Charles T., Gen’l Agent, National 
Life Insurance Co. of Vermont, Louis- 
ville, Ky. 

Cushman, Stewart A., Insurance Broker, 
Moore, Case, Lyman & Hubbard, Chi- 
cago, Ill. 

Daugherty, Isabel L., Agent, Pacific Mu- 


= Life Insurance Co., Los Angeles, 
al. 
Davis, Nelson F., Jr., Agent, Equitable 


Life Insurance Co. of Iowa, Philadelphia, 


Pa. 
Demarest, Clayton, Jr., Gen’] Agent, Atlan- 


tic Life Insurance Company, Baltimore, 
Md 
Dodge, Harold A., Agent, Union Central 


Life Insurance Co. .. New York City, N. Y. 
Dorr, Glenn B., Asst. Agency Manager, 
Equitable Life Assurance Society of the 
United States, New York City. 
Duckett, Alfred C., Agent, Northwestern 
Mutual Life Insurance Co., Los Angeles, 


Cal. 
Earle, Edna, Agent, Pacific Mutual Life 
Insurance Co., Los Angeles, Cal. 
Fetzer, Wade, Jr., Asst. Manager, Penn 
Mutual Life Insurance Co., Chicago, IIl. 
Fischer, Ralph W., Gen’l Agent, Penn 
Life Insurance Co., St. Louis, 


Mutual 


Mo. 
Fisher, Everett E., Gen’l Agent, Occidental 
Life Insurance Co., Cedar Rapids, Iowa. 
Flint, Ray E., Agent, Home Life Insurance 
Co. of New York, St. Louis, Mo. 


Gallagher, Thomas A., Agent, Western 
States Life Insurance Co., San Fran- 
cisco, Cal. 


Ganso, Franklin W., Dept. Manager, John 
Hancock Mutual Life Insurance Co., 
Boston, Mass. 

Gardiner, Harold W., Agent, Northwestern 
Mutual Life Insurance Co., Oklahoma 
City, Okla. 

Goldsmith, Nathaniel J., Agent, Equitable 
Life Assurance Society of the United 
States, San Francisco, Cal. 

Grant, T. Harrison, Agent, 
ee Life Insurance Co., St. 
MLO. - 

Gross, Louis, Agent, Prudential Insurance 
Co. of America, Minneapolis, Minn. 

Hewitt, Homer G., Manager, Life Dept., 
Northwestern National Life Insurance 
Co., Houston, Tex. 

Hilliard, J. Carl, Agent, Penn Mutual Life 
Insurance Co., New York City, N. Y. 
Hopkins, Arthur M., Jr., Supervisor, Penn 
Mutual Life Insurance Co., Nashville, 


Northwestern 
Louis, 


Tenn. 

Houle, Archibald R., Agent, Mutual Bene- 
fit Life Insurance Co., Chicago, IIl. 

Hughes, Frank C., Superintendent, Broker- 
age Dept., Mutual Benefit Life Insurance 
Co., Evanston, IIl. 

Humphrey, Arthur C., Agent, Northwest- 
= Mutual Life Insurance Co., St. Louis, 
Mo. 

Irving, William R., Agent, Phoenix Mutual 
Life Insurance Co., Providence, R. I. 
Jeremiah, John F., Instructor in Insur- 
ance, University of Pennsylvania, Phila- 

delphia, Pa. 

Johnson, Ernest E., Asst. Superintendent, 
Equitable Life Assurance Society of the 
United States, Pittsburgh, Pa. 

Johnson, George W., Agency Organizer, 
Mutual Life Insurance Co. of New York, 
Cincinnati, Ohio. 

Jones, Sara F., Agent, Equitable Life As- 
surance Society of the United States, 
Chicago, Il. 

Koch, Milton H., Agent, 
_ Life Insurance Co., St. 
avlOo. 

Kurtz, Edward L., Gen’l Agent, Manhattan 
Life Insurance Co., Wayne, Pa. 

T., Agent, Equitable 
of the United 


Northwestern 
Louis, 


Langdon, Chauncy 
Life Assurance Society 
States, Los Angeles, Cal. 

Lehmann, Clifford B., Agent, Union Cen- 


tral Life Insurance ‘Company, New York 
City, N._¥. 
Lemmon, Raymond A., Agent, New York 


Life Insurance Company, Detroit, Mich. 
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Agent, New England 


Lennox, Walter J., 
San an- 


Mutual Life Insurance Co., 
cisco, Cal. 

Lenz, Leonard L., Asst. Agency Manager, 
Equitable Life Assurance Society of the 
United States, Syracuse, s 

Leslie, Harold D., Gen’l Agent, North- 
western Mutual Life Insurance Co., Los 

. Angeles, Cal. 

Lewis, Loran L., 3d, Agency Organizer, 
Mutual Life Insurance Co. of New York, 
Buffalo, N. Y. 

Marshall, Joe T., Dist. Manager, Massa- 
chusetts Mutual Life Insurance Co., 
Pasadena, Cal. 

Mason, Howard C., Junior Agent Super- 
visor, John Hancock Mutual Life In- 
surance Co., Needham, Mass. 

McBratney, Henry H., Gen’l Agent, State 
+ Yaen Life Assurance Co., Baltimore, 


McGinnis, William E., Agent, Northwestern 

— Life Insurance Co., Chickasha, 
oo 

McGiveran, Ben S., Gen’l Agent, North- 
western Mutual Life Insurance Co., Eau 
Claire, Wis. 

McGlashan, Archibald D., Agent, Massa- 
chusetts Mutual Life Insurance Co., 
Rochester, N. Y. 

MeMillin, Joseph L., Agent, Union Cen- 
= Life Insurance Company, Atlanta, 


a. 
Miller, Arthur E., Agent, 
aa Life Insurance Co., St. 


Northwestern 
Louis, 


Manager, Guardian Life 


ms 
Myer, George A., 
America, Baltimore, 


arene Co. of 


Nudelman, Barney, Agent, Connecticut Mu- 
tual Life Insurance Co., St. Louis, Mo. 
Olmsted, Robert E., Sunervisor, Penn Mu- 
tual Life Insurance Co., Chicago, Ill. 
Orr, Clifford H., Agent, Massachusetts 
Mutual Life Insurance Co.. Hatboro, Pa. 
Perry, M. Graydon, Agent, Fidelity Mutual 
Life Insurance Company, Baltimore, Md. 
Pettibone, John L., Agent, Travelers In- 
surance Company, Shaler Heights, Ohio. 
Plaisted, Frank H., Agency Supervisor, 
Aetna Life Insurance Co., Omaha, Neb. 
Putnam, Ellen M., Agent, National Life 
ae aga Co. of Vermont, Rochester, 


Randolph. Guy D.. Gen’l Agent, New 
England Mutual Life Insurance Co., Cin- 
cinnati, Ohio. 

Reese, Joseph H., Manager. Penn Mutual 
Life Insurance Co., Philadelphia, Pa. 
Rice, R. K. G.. Gen’l Agent, Equitable 
Treasurer, National Fidelity Life Insur- 
ance Co.. Kansas City, Mo. 
Rice. R. K. G., Gen’l Agent, Equitable 
Life Insurance Company of Iowa, Balti- 

more. Md. 

Ries, Howard. Agent, Equitable Life As- 
surance Society of the United States, 
Everett, Wash. 








Fraser Agency Qualifies Many 
for Convention 


The Fraser Agency of the Connecti- 
cut Mutual Life Insurance Company is 
approaching the close of the club year 
with many of its agents already quali- 
fied for the trip to the Convention at 
Portsmouth, N. H., on Sept. 9, 10 and 
11. Many more are expected to quali- 
fy by Aug. 15, the final date. 

For the first time, this year’s conven- 
tion will consist of sales demonstra- 
tions by members of the various 
agencies. Such demonstrations are 
scheduled on the subjects of Retire- 
ment Income, Readjustment Funds, 
Wife’s Income, Program Selling, 
Conservation, Stock Purchase and 
Estate Selling. 

The Fraser Agency will be responsi- 
ble for the demonstration on Estate 
Selling which will be given by Messrs. 
H. J. Ransom, Associate General Agent, 
Charles J. Zimmerman, Agency Man- 
ager, and Denis B. Maduro, Attorney 
for the Life Underwriters Association 
of New York. 
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Equitable 
Iowa, 


Robbins, 
Life 
Lafayette, Ind. 


Winston H., Agent, 
Insurance Company of 


Russell, Donald, Agency Manager, Guard- 
ian Life Insurance Co. of America, New 
York City, N. 

Savage, Frederick A., Jr., Gen’l Agent, 
New England Mutual Life Insurance Co., 
Baltimore, Md. 

Sayward, Dwight H., Gen’l Agent, John 


Hancock Mutual Life Insurance Co., 
Portland, Me. 

Scott, Marion, Agent, Penn Mutual Life 
Insurance Company, Brookline, Mass. 
Sebastian, John C., Agent, Union Central 
oe Insurance Company, Cincinnati, 

oO. 


See, Frank M., Agent, Union Central Life 
Insurance Company, St. Louis, Mo. 
Sims, Stuart H., Dist. Manager, Sun Life 
— Company of Canada, Corval- 

is, Ore 
Slick, Wilson M., Manager, Reliance Life 
Insurance Company, Johnstown, Pa. 
Slimm, John B., Gen’l Agent, Connecticut 
General Life Insurance Co., Utica, N. Y. 
Smith, Gordon K., Cashier, Syracuse 
Agency, Equitable Life Assurance So- 
ciety of the United States, Syracuse, 


Lloyd D., Agent, Massachusetts 
Life Insurance Co., Rochester, 


ee ee 
Stedman, William P., Gen’l Agent, Na- 
tional Life Insurance Company of Ver- 


N. -¥: 

Somers, 
Mutual 
N 


mont, Baltimore, . 

Stern, Lawrence H., Agent, Penn Mutual 
Life Insurance Company, St. Louis, Mo. 

Stotz, Raleigh R., Asst. to State Agents, 
Mutual Benefit Life Insurance Co., Grand 
Rapids, Mich. 

Stump, Slane, Asst. Manager, Union Cen- 
= Life Insurance Co., Los Angeles, 

a 

Taylor, Seth C. H., Division Manager, Sun 
Life’ Assurance Co. of Canada, Cincin- 
nati, Ohio. 

Traylor, Fitzhugh, Field Instructor, Equi- 
table Life Assurance Society of the 
United States, Wayne, Pa. 

Tremaine, Lyman L., Agent, Massachusetts 


Mutual Life Insurance Co., New York 
City, N ‘ p 
Weissman, Simon D., Agent, Equitable 


Life Assurance Society of the United 
States, Boston, Mass. 

Wenner, Frank H., Special Agent, Provi- 
+ Mutual Life Insurance Co., Utica, 


Roy A., Agent, New York 


Wesselmann, 
Company, Cleveland, 


Life Insurance 
Ohio. 

White, Edwin H., Gen’l Agent, Aetna Life 
Insurance Company, Worcester, Mass. 
Willits, Leon M., Agent, Northwestern Mu- 
tual Life Insurance Co., Oklahoma City, 

Okla. 

Wilson, Addison W., Asst. Agency Man- 
ager, Bankers Life, Omaha, Neb. 

Windsor, Jack C., Agent, Equitable Life 
Assurance Society of the United States, 
LaGrange, Ill. 

Withington, Farley J., Agent, Mutual Life 
Insurance Company of New York, 
Rochester, N. Y. 

Wolters, Henry W., Agent, Union Central 
Life Insurance Company, New York City, 
N. 

Wood, "James H., Cashier, Northern Life 
Insurance Company, San Francisco, Cal. 


According to the rules of the College, 
university and college graduates may 
take the examinations immediately fol- 
lowing their graduation, but the C.L.U. 
diploma is not conferred until the com- 
pletion of three years of satisfactory 
life insurance experience. The exist- 
ing list of five candidates, who have 
qualified under this rule in former ex- 
aminations, is now increased by the 


following: My 

Chase, Philip R., Agent, Northwestern 
tual Life Insurance Co., Syracuse, N. ii 

Churchill, Edward S., Agent, Phoenix Mu- 
tual Life Insurance Company, Hartford, 
Conn. 

Hansell, John L., Special Agent, Penn 
Mutual Life Insurance Co., Philadelphia, 
Pa. 

Leavitt, 
tual Life Insurance Co., 
Cal. 

Marquet, William F., Agency Instructor, 
Equitable Life Assurance Society of the 
United States, Syracuse, N. Y. 4 

Parsons, John C., Special Agent, New 
York Life Insurance Co., Syracuse, N. Y. 


Erasmus D., Agent, Penn Mu- 
Los Angeles, 


Life Insurance 









LOYALTY GROUP 


JANUARY 1, 1930 STATEMENTS 


NEAL BASSETT, Presiden JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER. Vice-President WELLS T. BASSETT, Vice-President ARCH.BALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 
NEAL BASSETT, Chairman of Board 


HENRY Ag” GRATZ, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 


NEAL BASSETT, JOHN KAY, Vice-President 
A. H. HASSINGER. Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 


NEAL BASSETT, President . JOHN KAY, Vice-President , 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


NEAL BASSETT, President JGHN ‘=f Hh iy ae peaa 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


SUPERIOR FIRE INSURANCE CO. 
$ 5,073,876 $ 3,061,200 $ 1,000,000 $ 1,012,676 $ 2,012,676 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN KAY, ona “hr pee 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CONCORDIA FIRE INSURANCE CO. 
$ 5,564,987 $ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 


—- L. JACKMAN, President NEAL pease t, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CAPITAL FIRE INSURANCE CO. 
$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President ; JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d "Vice-Pres't 


MILWAUKEE MECHANICS’ INSURANCE CO, 
$13,045,126 $ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 


NEAL BASSETT, Chairman of Board 
d. —ume ROWE, Presiden’ s. Vs. Soe V Vice-President 
rn. Vice-President EARL R. HUNT, Vice-President WM. P. STANTON, ee oe S. K. ee ean ae ice-President 
HN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, V: 


METROPOLITAN CASUALTY INSURANCE CO. 
$14,945,383 $10,320,195 & 1,500,000 $ 3,125,187 $ 4,625,187 


NEAL BASSETT, Chairman of Board 
C. W. FEIGENSPAN, Presiden’ * VAN WINKLE, pr ne mea 
E. Cc. FEIGENSPAN, Vice-President JOHN KAY, Vice-Presiden 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


COMMERCIAL CASUALTY INSURANCE CO. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


TOTAL NET PREMIUMS 


$49,400,938 












































‘WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Ill. 10 Park Place San Francisco, California 
H. A. CLARK, Manager Tone” aaeney 60 Sansome Street 
Ass’t Managers CANADIAN DEPARTMENT 
H: R. M. SMITH 461-467 Bay St., Toronto, . 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 
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What the Agents’ Ass’n 
Does for the System 





Percy Goodwin Outlines 
Past Achievements and 


Plans for Future 





Speech At Tacoma 





Association Attempting to Syn- 
chronize System to March of 
Modern Business 


In an address before the Insurance 
Agents League of Washington at 
Tacoma on Aug. 2, Percy H. Goodwin, 
chairman of the executive committee 
of the National Association of Insur- 
ance Agents, recited the Association’s 
record of achievement in the past and 
stated, frankly, the purposes which it 
is expected to serve in the future. 

On these topics Mr. Goodwin said in 
part: 

“Every one of you who has kept 
abreast of the times knows that un- 
precedented economic changes have 
been wrought within the past decade. 
Our own business is not immune. Big 
business is the order of the day and 
the individualist is no more than an 
atom, helpless to stay the forward 
march, much less arrest it. 

“The American Agency System must 
be synchronized to the march of mod- 
ern business, or it will die. The Na- 
tional Association of Insurance Agents 
is dedicated to the purpose of conserv- 
ing the system, broadening it, and 
keeping it abreast of the times. 

“For the benefit of those of you who 
are not familiar with the progress of 
the National Association, I cite briefly 
the principal achievements since it was 
founded thirty-five years ago. 

It has brought discredit to overhead 

writing. 

It has given your agency a monetary 
value by establishing the right of 
the agent to ownership of expira- 
tions. 

It has virtually put an end to rate 
wars. 

It has brought about almost complete 
elimination of underwriting an- 
nexes, the excuse for multiple ap- 
pointments. 

It has secured establishment of uni- 
form blanks. 

It has held in line appointment of 
bank agencies —something that 
strikes close to the heart of every 
West Coast agent. 
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Baltimore Auto Thefts Increase 
BALTIMORE, Aug. 5.— Automobile 
thievery in Baltimore during the first 
six months of this year shows an in- 
crease in comparison with the number 
of cars stolen during the correspond- 
ing period of last year, according to 
records kept at police headquarters. 

From Jan. 1 to June 30 of this year 
there have been 1887 cars reported 
stolen. Sixty-nine of this number have 
not been recovered by the police. In 
the six-month period of 1929 there were 
1318 thefts reported and 1292 re- 
coveries. 

Most of the machines stolen, accord- 
ing to the police, were driven off by 
joyriders who abandoned them a few 
hours later. A number were taken by 
bootleggers, the officials say. 








Through winning of the famous 
Chrysler Palmetto: case, it has 
established in the Supreme Court 
of the United States the constitu- 
tionality of resident agents’ laws, 
preventing invasion of your field 
by any outside agent or broker who 
could control a big line. 

“These things the National Associa- 
tion has accomplished for the benefit of 
every insurance agent in this country. 
What has the non-member done to de- 
serve them? 

“The Association is now going 
through one of the most active and 
most constructive periods of its history. 
It is making itself felt as a stabilizing 
force in the insurance business as nev- 
er before. To one who is familiar with 
the details of its day by day progress, 
it seems beyond all reason that any 
agent should not be acquainted with 
the affairs in which it is engrossed, 
but the fact that the State of Wash- 
ington is not affiliated makes me know 
there must be many of you who fail to 
appreciate the service you are receiving 
without money and without price. 

“We hear a great deal about the un- 
rest in the business. The problems 
now facing the Agency System are 
grave—I would say dangerous if it 
were not for the beneficent influence of 
the National Association. Chief among 
our concerns are the non-policy writing 
agent; continuous inroads on legitimate 
business by fictitious fleet and group 
automobile writing; new companies 
with new and untried methods; cut 
rate companies; all these and many 
more developments that have their di- 
rect bearing on the insurance agent. 
Organized, he can and does deal with 
each one as the occasion demands. In- 
dividually, he is absolutely helpless.” 


TwoTexas Companies 
in Receivership 





Security Union and Lumber- 
men’s Reciprocal Insol- 
vent State Finds 





Officers Resign 





Expect All Claimants Will Be 
Paid But Stockholders Face 
Considerable Loss 


AUSTIN, TEX., Aug. 5.—The Security 
Union Insurance Company and the 
Lumbermen’s Reciprocal Association, 
both of Houston, have been placed un- 
der receivership by order of the 98th 
District Court at Austin, on the peti- 
tion of William A. Wade, assistant 
attorney general. 

Wright Morrow, Houston attorney, 
was appointed receiver for both com- 
panies, which have been under the gen- 
eral management of Christie & Hobby, 
attorneys in fact, of Houston. 

The action of the court followed can- 
cellation of the licenses of the compa- 
nies on July 14 by the State Board of 
Insurance Commissioners, the cancella-- 
tion being ordered as a result of an 
audit by the examiners of the insur- 
ance department. It was alleged in 
the petition that the two concerns are 
insolvent, that their officers have re- 
signed, and that great losses would 
result to the policyholders unless a re- 
ceiver was appointed to take charge of 
their affairs and conduct the business 
with the remaining assets. 

The liabilities of the Lumbermen’s 
Reciprocal Association were stated as 
$1,272,614, with admitted assets of 
$944,491, there being an alleged deficit 
in liabilities to policyholders of $328,- 
599. The deficit of the Security Union 
to its policyholders was stated in the 
petition as being $205,499, admitted 
assets $687,211 and liabilities $892,711. 

Members of the attorney general’s 
staff express the opinion that all claim- 
ants against the two companies would 
be paid, but that the stockholders 
would lose. It is understood that re- 
organization negotiations have been 
under way for some time and that 
other insurance companies have pro- 
posed taking over the Lumbermen’s 
business. 


Fire Insurance 
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Dallas Convention to 
Hear Gov. Moody 





Ernest Palmer, Toastmaster 
at Agents’ Get-Together 
Dinner 





Plans Progressing 





Two Hotels Will Be Utilized to 
Accommodate Large Crowd 
Expected on October 7 


Announcement of the personal ap- 
pearance of Governor Dan Moody of 
Texas and of acceptance by Ernest 
Palmer, general manager of the Chi- 
cago Board of Fire Underwriters of 
the invitation to conduct the annual 
Get-Together Dinner as toastmaster, 
will serve to heighten interest in the 
thirty-fifth annual meeting of the Na- 
tional Association of Insurance Agents, 
at Dallas, October 7, 8, 9 and 10. 

The Governor has shown deep inter- 
est in the forthcoming meeting, and 
months ago when the idea of holding 
the convention in Texas was first ad- 
vanced he wired in a cordial invitation. 
The Governor will appear as principal 
speaker at the Get-Together Dinner. 

Mr. Palmer is famous as a toast- 
master not only in the insurance busi- 
ness, but throughout the entire coun- 
try, and his appearance will be 
greeted cordially by the entire conven- 
tion. When President Clyde B. Smith 
of the National Association retired a 
few years ago from the presidency of 
the Michigan Association, Mr. Palmer 
was one of the featured speakers, and 
it was upon his personal solicitation 
that Mr. Palmer agreed to appear at 
the National convention which Mr. 
Smith will conduct as president. 


C. L. Duncan, Mount Pleasant, who 
has just retired as president of the 
Texas Association, will be another one 
of the official gretters and there will 
also be an official of the Dallas Insur- 
ance Exchange on the program of the 
Get-Together Dinner. 

The Dallas committee, with R. W. 
Thompson as general chairman, is 
rapidly perfecting plans for the con- 
-vention and has secured the services 
of Burton Shannon as convention man- 
ager. Mr. Shannon is operating under 
direction and supervision of the gen- 
eral committee. 

Plans for entertainment features of 
the convention are taking shape rap- 
idly. On Sunday evening preceding 
the convention the Dallas Exchange 
will compliment the officerh and Execu- 
tive Committee with a dinner at the 
Dallas Country Club. Plans are made 
for elaborate entertainment of the 
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THE BEGINNING OF FIRE 
INSURANCE AND NEW 
YORK’S FIRST CON- 
FLAGRATION 


By C. C. DOMINGE 


IRE insurance (as far as 

records which have _ been 
looked into) was not known any- 
where prior to the latter part of 
the seventeenth century although 
marine insurance which covered 
the fire risk dates back early in 
the Christian Era. Maybe the 
reason that fire insurance was 
not introduced was because a pre- 
mium could not be fixed at that 
early day. (From booklet Knick- 
erbocker Fire Insurance Com- 
pany 1875) (Insurance Society 
of N. Y. records) On the 9th De- 
cember, 1796, a fire occurred in 
Front Street (reported as a 
dreadful calamity) by which the 
Association lost twenty buildings 
amounting to $27,124. 











convention ladies. There will be 
bridge parties, style shows, drives and 
golf. According to Fred M. Burton, 
Galveston, member of the Executive 
Committee, the convention ladies may 
look for no quiet moment during the 
entire meeting. 

The Past Presidents’ dinner will be 
an important feature of the conven- 
tion. It is scheduled to precede the 
annual banquet which will take place 
on Wednesday or Thursday evening. 

While the Adolphus Hotel will be 
official headquarters, some of the offi- 
cial meetings will be held at the Baker 
Hotel and some of the guests will be 
registered there. Members and visi- 
tors who expect to attend are urged to 
make their reservations promptly. W. 
R. Ellis of Dallas is chairman of the 
Hotel Committee and it is of great 
importance that reservations not be 
delayed. 






New Fire Retardent 
Classifications 





Underwriters Laboratories 


Adapts New Schedule of 
Building Materials 





Simplifies Basis 





New Classification Expected to 
Correct Confusion Heretofore 
Existing in Field 

Underwriters’ Laboratories has 
adopted a new fire retardant classifica- 
tion of building materials designed to 
provide a simple and practical basis 
for the treatment of such materials by 
underwriting and building officials. 
Some confusion has previously resulted 
from the lack of such a general class- 
ification. 

Class A-8—To include building mate- 
rials and assemblies classied in accord- 
ance with the provisions of the Stand- 
ard Fire Test Specification as 8-hr. 
retardants or over. 

Class B-5—To include materials and 
assemblies classified under the above 
Specification as between 5-hr. and 8-hr. 
retardants. 

Class C-8—To include materials and 
assemblies classified under the above 
Specification as between 3-hr. and 5-hr. 
retardants. 

Class D-2—To include materials and 
assemblies classified under the above 
Specification as between 2-hr. and 3-hr. 
retardants. 

Class E-1—To include materials and 
assemblies classified under the above 
Specification as between 1-h and 2-hr. 
retardants. 

Class F—To include materials and 
assemblies classified under the above 
Specification as less than 1-hr. retard- 
ants. 
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Home Presents Record of 
Staunch Veterans 





24 Local Agents Have Been With 
Company Over 50 Years; 
1334 Over 25 Years 


The Home Insurance Company of 
New York has 1218 local agents who 
have represented the company for 
twenty-five years or more. Twenty- 
four of these veterans have passed the 
fifty-year mark of service. When an 
agent reaches the quarter century 
mark, he is presented with a silver 
medal in recognition of his long term 
of service. On the occasion of his 
fiftieth anniversary, he is awarded a 
gold medal as a token of the company’s 
appreciation. 

Up to Aug. 1, 1930, The Home has 
awarded silver medals to thirty-five 
fieldmen and to seventy home office em- 
ployees in addition to the 1218 pre- 
sented to local agents. One fieldman 
and one Home office employee are also 
holders of the fifty-year medal. Eleven 
of the officials of the company have 
served for over twenty-five years. 

During July, silver medals were 
awarded to the following: Charles H. 
Howard, Augusta, Maine; J. C. Glenn, 
Kuttawa, Ky.; J. W. Alexander, Alex- 
andria, La.; Otis S. Boyd, Roland, 
Iowa; William H. Bright, Wildwood, 
N. J.; Simeon A. Barnes, Weston, Ore.; 
Hugh A. Jackson, Saltsburg, Pa.; 
Frederick F. Wilmes, St. Charles, Mo.; 
Edwin G. Dreher, Lexington, S. C.; 
Erick G. Berglund, Pennock, Minn. 

Taking all groups there are one 
thousand three hundred and thirty-four 
representatives of the company who 
have served for more than a quarter 
of a century. 

Those possessing the fifty-year gold 
medal are: Lucius H. Fuller, Putnam, 
Conn.; William H. Blyton, Sparta, 


Wis.; Isaac C. Howland, Abington, 


Mass.; William S. Bradley, East Vas- 
salboro, Maine; Bronson L. Adams, 
Casey, Ill.; Marcus C. Gowey, North 
Lewisburg, Ohio; J. S. Battell, Home 
Office; George W. Johns, Fairfield, Ill.; 
John C. Turner, Camilla, Ga.; P. S. 
Humphrey, Tonawanda, N. Y.; Wil- 
liam A. Jones, Beacon, N. Y.; Jacob 
Van Dyke, Marshall, Mo.; Joseph E. 
Wood, Gloversville, N. Y.; Warren 
Fowler, West Lebanon, N. Y.; Simeon 
D. Wyatt, Fond du Lac, Wis.; L. B. 
Leigh, General Agent, Little Rock, 
Ark.; Oliver Walker, Northampton, 
Mass.; Louis A. Meyer, Ossian, Iowa; 
Frank P. Andrus, Almont, Mich.; Wm. 
D. Sippell, Boonville, N. Y.; George 
Henderson, New Bern, N. C.; Clarence 
B. Wardle, Ionia, Mich.; Charles W. 
Riner, Cheyenne, Wyo.; Amos Van Val- 
kenburg, La Porte City, Iowa. 


Alabama Blue Goose Meeting 

BIRMINGHAM, ALA., Aug. 5.—A meet- 
ing of the Alabama pond of the Blue 
Goose will be held in September at Sig- 
nal Mountain, Tenn. 
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Insurance Brokers’ Placing Guide 


A valuable new book that is of in- 
terest to New. York insurance sales- 
men is the “Insurance Brokers’ Placing 
Guide,” which is published by E. 8S. 
Roberts, president of the Insurance 
Advocate. By turning to thih book 
the general insurance broker can read- 
ily find what offices are equipped to 
write a certain form of insurance, 
what the telephone number and address 
is, who the chief underwriter in charge 
is, and where the companies’ agencies 
are located in the metropolitan dis- 
trict. It is a complete book, listing all 
the offices and including all lines of in- 
surance and surety. 

The book supplies immediately the 
needs of a broker who wants to know 
where he can place a particular line 
or where he can locate the agent of a 
particular company that hih client has 
expressed a preference for. The book, 
in fact, is a result of an expression of 
many brokers for the desire of a ref- 
erence guide of just this nature. 

It comprises 336 pages-and is ar- 
ranged alphabetically by insurance 
classes. It may be secured for $1 per 
ccpy. 


Illinois Agents’ Meeting 

CHICAGO, July 16.—The annual meet- 
ing of the Illinois Association of In- 
surance Agents has been called for 
Nov. 6 at Danville, and Rodney Bran- 
don, director of public welfare of 
Illinois, will be the principal speaker. 
Mr. Brandon also is executive secre- 
tary of the Loyal Order of Moose and 
vice-president of the Valley Service In- 
surance Agency of Aurora. 
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Insurance Angle to Drouth 
Situation in West 





Scarcity of Water and Dryness of 
Countryside Increases Fire 
Hazard 


LOUISVILLE, Ky., Aug. 5.—The Ken- 
tucky Actuarial Bureau, on Aug. 4, 
reported that a bulletin was going out 
to agents of the state, in which George 
H. Parker was discussing the serious 
drouth situation in the state, and its 
effect at Richmond, Ky., Paris, Ky., 
Hopkinsville, Hazard, and other points, 
especially as regards sprinkler equip- 
ment, in such towns where water is 
being rationed, and supply cut off 
during certain parts of every 24 hours. 

Many towns are in dangerous con- 
dition. Road work is at a standstill 
because water wagons are being used 
to haul water for stock and human use. 
City sprinklers in Louisville, as well as 
those of the county, are hauling water 
to outlying farms. 

The State Board of Health is send- 
ing out various bulletins due to low 
water and dangers of typhoid. Crops 
are burned up, the country bone dry, 
field and woods fires numerous, and fire 
hazards greatly increased. Some towns 
haven’t enough water to put out any 
sort of fire just now. The situation 
as regards water for human and stock 
needs is very serious, in the inland 
towns, depending on small streams, 
wells, lakes, etc., for supply. More 
than four months drouth, and three 
weeks of very high temperatures, have 
played havoc in Kentucky. 


GENTS who have experienced the 
service rendered by the Philadelphia 

Fire and Marine Insurance Company are 
more appreciative of the profits which may 
be derived from selling insurance sidelines. 


PHILADELPHIA 


FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 
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Profit s from your 





Ctenti Vacations —| 




























WAY on a carefree vacation. Behind them, with the 
“Unseen Guardian,” are all worries concerning the 
protection of their baggage and personal belongings 
against theft, loss by fire, damage through travel hazards, 
pilferage, transit damage. 


The vast machinery of the STAR _ organization 
operates to assure its agents their share of this Summer 
business. Research, statistics—every department in the 
company cooperates with STAR agents by showing 
them where business lies . . . how to approach it... how 
to present their facts . . . how best to handle difficult 
leads . . . how to close the toughest contract. Field Repre 
sentatives are active in personally assisting the agents in 
soliciting Tourist business. 





The agent need only ask himself—‘For how many 
travelers shall I act as the ‘Unseen Guardian’? How many 
other forms of Vacation Insurance can I write?” Set a 
worth-while goal . . and let the world-wide STAR 
facilities help you reach it. 


Qrar 


Insurance Co. 


oF AMERICA 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Pacific Coast Dept., San Francisco, Cal. 











THE COMPANY WITH THE L. &L. & G. SERVICE. 





Le 





| GreatAmerican 
Insurance Company 


New Pork 





POLICIES ISSUED TO COVER 
Fire, Lightning, Tornado, Windstorm, Hail, Explosion, 
Rents, Profits, Commissions, Automobiles, Motorcycles, 
Leasehold, Marine, War Risk, Hulls, Cargoes, Inland 

Marine, Inland Transportation, Floaters, Registered Mail, 
Mail Package, Tourist Baggage, Sprinkler Leakage, Use 
and Occupancy, Earthquake, Riot and Civil Commotion. 


AFFILIATED INSURANCE COMPANIES 
American Alliance Insurance Co. 
| New York, N. Y. 
American National Fire Insurance Co. 
Columbus, O. 
County Fire Insurance Company 
Philadelphia, Pa. 

Detroit Fire & Marine Insurance Co. 
Detroit, Mich. 
Massachusetts Fire & Marine Ins. Co. 
Boston, Mass. 

Mount Royal Assurance Co. (Canada only) 
Montreal, Canada 
North Carolina Home Insurance Co. 
Raleigh, N. C. 


Rochester American Insurance Co. 


New York, N. Y. 








INCORPORATED - 1872 
HOME OFFICE., One Liberty Street NEW YORK CITY 
WESTERN Dept. 310 S. Michigan Ave. | CHICAGO, ILLINOIS 
PACIFIC Dept., 233 Sansome Street, SAN FRANCISCO, CAL. 









eee 













Great American Indemnity Co. 











SECURITY FIRST 
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New England News and Comment 


F great interest to New England 

insurance men was the announce- 
ment that William A. Herbert, for the 
past six years underwriting secretary 
of the Springfield Fire & Marine, has 
been elected secretary to succeed the 
late E. H. Hildreth. Mr. Herbert is 
well known throughout this field and 
enjoys a fine reputation among the in- 
surance fraternity. He was born in 
Springfield, Mass., in 1884, receiving 
his education in the public school of 
that city. His first business experience 
was with the Springfield, with which 
he became identified in 1904 as an of- 
fice boy. He worked his way through 
the various departments, and in 1913 
went into the field as an inspector and 
later as a special agent. After a few 
years in this work he returned to the 
home office where he held various im- 
portant posts in all of which he gave 
a good account of himself. 

* * * 

Some distinguished visitors are com- 
ing to Hartford next month when the 
fiftieth anniversary of the Scottish 
Union & National is to be celebrated, 
in the persons of Rt. Hon. Earl of Mar 
& Kellie, K. T., a director of the com- 
pany, and Countess of Mar & Kellie, 
James Allan Cook, a director, James G. 
Nicholl, the general manager, Mrs. 
Nicholl, and the Misses Iby and Gladys 
Nicholl, daughters of the géneral man- 
ager. Special entertainment will be 
provided for them while in _ this 
country to the end that their visit 
here may prove to be a memorable one. 
* * * 
Watkins & Moffatt, general agents 
at Boston, are attracting considerable 
attention with a new form of policy 
which furnishes indemnity on account 
of damage and breakage of rare and 
costly antiques in private residences. 
This policy insures against accidents, 
theft and fire hazards. Watkins & 
Moffatt have had numerous inquiries 
relative to this new form of coverage 











Fire Losses Drop in Texas 


AustTIN, TEXx., Aug. 5.—Fire losses in 
Texas during the first six months of 
1930 were $5,786,691, against $6,782,- 
752 during the first six months of 1929, 
according to figures compiled by the 
Fire Insurance Department of the 
Texas Insurance Commission. These 
figures are based on losses in stock fire 
insurance companies as reported to the 
Insurance Department by the fire mar- 
shals of all cities and towns. 

J. E. Deweese, fire insurance com- 
missioner, attributes the 1930 reduction 
in losses largely to a four years’ cam- 
paign against carelessness and incen- 
diarism. 


which apparently is a form that fills 
a long felt want. 
* * * 

Clyde J. Crobaugh, formerly super- 
visor of instruction for the Atna Af- 
filiated Companies in Hartford, has 
been secured to take charge of the 
regular lectures on Casualty Insurance 
in the 1930-31 evening courses of the 
Insurance Library Association of Bos- 
ton. Mr. Crobaugh is now associated 
in an important position with a lead- 
ing finance and investment corporation 
in Boston. 

* * * 

George H. Burt, president of the 
Hartford County Mutual; N. Evan 
Davis, president of the Middlesex 
Mutual of Connecticut; and E. A. 
Tracy, president of the New London 
County Mutual, have been chosen to 
represent the mutuals on the general 
committee for the National Convention 
of Insurance Commissioners which 
meets at Hartford the week of Sept. 8. 
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Michigan Fire Losses a Shade 
Higher 


LANSING, MicH., Aug. 4,—Annual 
report of the fire marshal’s division of 
the insurance department, just filed 
with Gov. Fred W. Green, discloses a 
slightly higher total fire loss in the 
State during 1929 than in 1928. The 
loss is estimated, on the basis of re- 
ports to the division by fire department 
authorities and insurance carriers, at 
$12,756,039, as compared with $12,712,- 
697 for the previous year. The show- 
ing is considered exceptionally good in 
view of the fact that 1928 had the best 
record for low fire loss in this State in 
two decades. 

The report gives much credit to the 
National Board and the fire prevention 
associations for their work in aiding 
the State authorities in investigating 
suspicious fires and in aiding preven- 
tion activities. It is pointed out that 
305 fires were probed, 55 arrests were 
made, 48 voluntary confessions were 
obtained, and 32 convictions were se- 
cured. 
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AMERICAN EQUITABLE ASSURANCE 
i HE Company or New York 
Capital, $2,000,000.00 


R EW A RDS O -F INSU R ANCE Bronx Fire INsuRANCE COMPANY 


OF THE City oF New York 
Capital, $1,000,000.00 


BROOKLYN Fire INSURANCE 


Some men are born into the insurance busi- ComMPANY 
ness, some are attracted by the opportunity it Goh, Soa 
offers for public service, while others just drift eae eae Sey 
in. It offers as one of its fascinating features the Pittsburgh, Pa. 

ee : x (Incorporated 1862) 
privilege of safeguarding the life and property Capital, $1,000,000.00 
interests of the nation. INDEPENDENCE FIRE INSURANCE 

ComMPANY 


‘ eT eens 
° ° ital, $1,000,000.00 
So to all engaged in it go rewards, not alone a 


financial, but those resulting from a sense of ae eel 
public duty well done. The satisfaction of par- comet Stamtsaene 
ticipating in a great contribution to the nation’s Jareenanes: ius Maine t, 
welfare extends to all in the business, agents, Cutek tention 
company men and others. For insurance is a TT 1g 
business that, perhaps more than any other, com- os te 


bines the practical with the ideal. oe. Se 


Lizerty Bett INSURANCE COMPANY 
Philadelphia, Pa. 


This is one reason why it is so intensely inter- ——— 


esting to those engaged in it. This explains, too, || M®sSHANTS AND MAaNUuPACTURERS 





why pleasant, cordial relationships among com- P nrc eg 
panies and agents mean so much. Capital, $1,000,000.00 
New York Fire INSURANCE 
° . . ComMPANY 
It is the constant aim of every company in the (Incorporated 1832) 
: ; ; Capital, $1,000,000.00 
Corroon & Reynolds’ Group to carry on its busi- —— 
‘ i . % REPUBLIC Fire INSURANCE 
ness in this manner. And that is another illus- CoMPANY 
E . OF AMERICA 
tration of what we mean by an agency-minded Pittsburgh, Pa. 

; I ted 1871 
attitude, as well as one more reason why agents ent re gr op Fo 
like to do business with companies in the “C. & ET ae 
R ” G Philadelphia, Pa. 

. roup. Capital, $1,500,000.00 





CORROON & REYNOLDS 


INCORPORATED 
INSURANCE UNDERWRITERS 


Manager 
92 William Street New York, N. Y. 
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Building Up a Loeal Agency 


Sales Management Problems— Hiring, Training and 
Compensating an Insurance Agency’s Sales Force 


can be counted upon to make me 

look red, see red and act Red it’s 
to talk with a sales manager who leans 
back in his chair, cigar uptilted, allows 
himself a superior smile and remarks: 
“My men? Oh, they’re real good. I 
just set their quotas, feed ’em a contest 
every now and then and they come 
through okay.” Salesmen and sales or- 
ganizations are as various as humans 
and groups of humans. And tough- 
hided ex-salesmen with the salesman’s 
typical (and quite rightly) one-track 
mind undoubtedly make the world’s 
worst sales managers. For the ideal 
sales manager is a highly sensitive and, 
most of the time anyway, a very re- 
tiring psychologist. He knows that, 
the judicial governments of the world 
to the contrary notwithstanding, man 
is not, generally speaking, a reasonable 
being. He knows it is beyond the 
realm of possibility that two men with 
exactly the same job to do will do it in 
the same way. The study he has made 
of human nature has taught him a calm 
and happy tolerance of the completely 
illogical actions of some otherwise 
highly valuable men. He is too far 
advanced in the fascinating study of 
psychology to expect intelligent men to 
be consistent. And unless he is keenly 
and delightedly interested in this study 
of the human mind he is not likely to 
make a successful sales manager. 

But—although it starts bravely— 
this article is not destined to be a 
philosophical discussion of the tribula- 
tions of managers and the peculiarities 
of salesmen. Rather, it is meant to be 
of some practical assistance to you in 
hiring, paying, educating and manag- 
ing your sales force—merely planned, 
embryonic or perhaps painfully pres- 
ent. 


¥ there’s any one stimulus which 


First: Are You Ready? 


Before hiring salesmen ponder care- 
fully the problem of whether or not your 
agency is in a position and condition to 
profitably employ salesmen. Without 
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By Jarvis WOOLVERTON MASON 


[ The Eighth Article in x 
Series by Mr. Mason on 
Sales Promotion Meth- 
ods for Local Fire and 


Casualty Insurance 
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the backing of a highly competent in- 
side organization a salesman is like a 
sail without a ship. Are you prepared 
to teach him the insurance business 
from the sales point of view? Can you 
tell him honest, truthful reasons why 
your services are better and your com- 
panies at least as good as any of your 
competitors? Are you willing cheer- 
fully to gamble your time and money 
against his ability and effort? And, 
most important of all, will he have the 
heartening background of a well and 
favorably known agent or agency when 
he starts making cold calls? That is 
to say: Have you laid out able and 
proven plans of newspaper and direct 
mail advertising? It avails nothing for 
him to be a fine salesman and for him 
to know the insurance business if nine 
out of ten of the prospects he con- 
fronts never heard of your agency. 
Both you and he will lose money on 
the deal unless most of his calls are 
made upon people who have been re- 
ceiving your direct mail advertising for 
at least a few months. 


The Contract 


You’ll discover very early in your 
efforts that it is no simple job to con- 
vince good men that they will do well 
to sell for you. So before interview- 
ing prospective salesmen get your half 
of the conversation down pat. Of 
course your various methods of per- 
suasion will be partially dictated by 
the type of man you are talking to and 


the sort of work he has done before. 
But, at least, you must have clearly in 
mind exactly what proposition you are 
prepared to make to your men. 

There has been much argument in 
years past about whether an insurance 
salesman (and I mean a salesman, not 
a sub-agent) should be paid salary, 
commission, drawing account or a com- 
bination of these. And the discussion 
of this point will continue for years to 
come regardless of what I say or what 
you do. Life insurance managers fear 
salaries and drawing accounts as they 
fear the wrath of the insurance com- 
missioner. (And, although the point is 
a bit aside from the present discussion, 
mark my words: Until life companies 
and generals arise from their utterly 
absurd policy of straight commission 
and will give intelligent salesmen a 
square deal they’ll keep on crying like 
stuck pigs, as they are today, for re- 
spectable and permanent sales forces.) 
If you are able to contemplate this 
problem fairly, unbiased, without 
frightened glances at your bank bal- 
ance, then thank whatever gods may 
be for a broad mind. 

Put yourself in a prospective sales- 
man’s position. Would you go to work 
for someone else, building prestige and 
earning money for your employer in a 
business with which you are not fa- 
miliar, which you know is highly com- 
petitive without a guaranteed income 
of some kind? I know I wouldn’t. And, 
quite frankly, I think a man who will 
is so devoid of human selfishness— 
otherwise known as human intelligence 
—that I’d never take the chance of 
hiring him and wasting my time trying 
to teach him the insurance business. 
Not that there are. no exceptions, how- 
ever. 

An automobile salesman learns his 
story in two hours, an electrical spe- 
cialty salesman in two days, but your 
salesman must take at least two 
months. And, except in very occa- 


sional cases, it’s another two months 
(Concluded on page 29) 


Fire and Casualty 
Educational 
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The Loeal Agent 


and 


Fire Prevention 


The Insurance Man is Ideally Suited to Assume 
Leadership in this Field of Community Service — 
Practical Advice on Fire Prevention Programs 


By WILLIAM M. GoopwIn 


HE average small city in the 
United States offers a most fertile 
field for the fire prevention expert, 
and every modern general insurance 
agent can and should be eager to 
qualify for that classification. It is 
impossible to be an expert fire insur- 
ance man without acquiring an excel- 
lent practical knowledge of fire pre- 
vention, for an agent must know rates, 
and insurance rates are made on sched- 
ules designed to measure fire hazards. 
The agent who shows his assureds 
how to reduce their insurance costs by 
eliminating fire hazards builds up a 
business reputation that does not de- 
pend upon friendship and favor for its 
development. 


The Contribution of Insurance 


The modern insurance man, with the 
cooperation of the very efficient engi- 
neering departments conducted by some 
of our large companies, has been re- 
sponsible to a great extent for the re- 
duction in fire loss in this country. He 
devotes himself to individual risks, 
principally those of large values, and 
through his efforts thousands of sprink- 
ler systems and other fire prevention 
devices have been installed. It is hard 
to estimate how many actual dollars 
this work has saved, carried on as it 
is year after year throughout the 
United States by the insurance agents. 
It has not only saved many individual 
risks, but it has prevented conflagra- 
tions and all the distress they bring. 
The insurance agent can hold up his 
head with pride with the realization 
that his daily efforts are of such uni- 
versal benefit. While he is paid for 
his services, it is comforting to know 
that the public benefits much more 
than he does through his daily activi- 
ties. 

Competition in our business has re- 
sulted in a keen appreciation of fire 
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prevention by our large individual in- 
surers, and now that this field has been 
pretty well taken care of, especially 
here in the East, the insurance men are 
turning to the smaller accounts and 
endeavoring to reduce their insurance 
costs by the same methods. 

The antiquated type of mercantile 
rows which usually line the main 
streets of our older cities could not 
constitute much more complete fire 
hazards if they had intentionally been 
erected to burn. As a rule, no atten- 
tion has been paid to the protection of 
floor openings, standard thickness of 
party walls, erection of proper para- 
pets, or the elimination of concealed 
spaces. Wood has been used plentifully 
in building partitions and additions, 
and the basements are low and dark 
with but one entrance. When a fire 
gets a good start in one of these old 
type buildings, a terrific loss results, 
sometimes a conflagration, especially if 
the weather conditions are _ severe 
enough to hamper fire fighting. 

Gradually these old buildings are 
being either destroyed by fire or razed, 
and new, modern structures are taking 
their places. But frequently this does 
not result in much improvement, as in 
many cases these new structures have 
light walls and partitions, and their 
fundamental construction is little bet- 
ter than the old type, although they 
do make an impressive appearance. 

The trouble seems to be that many 
of our local building codes are anti- 
quated and have not kept pace with 
the growth of the city. It is the duty 
of the insurance man to bring this 
matter to the attention of his Chamber 
of Commerce and urge them to appoint 
a committee for the purpose of revis- 
ing the building code, using the model 
code of the National Board of Fire 
Underwriters as a guide. Such a com- 
mittee will find this work extremely in- 


teresting and will be quick to grasp 
its immense and far reaching impor- 
tance. They will probably find the 
electrical conditions carelessly  en- 
forced, the provision for the storage 
and handling of explosives lightly 
treated, that requirements for standard 
cut offs in long rows, sprinkler sys- 
tems in basements, proper erection of 
chimneys, location of dangerous haz- 
ards near high valued districts, are 
completely ignored. 


Material Benefits 


We cannot hope to have better build- 
ing conditions until we improve our 
codes, and the agent who steers the 
activities accomplishing this for his 
city performs a real public service and 
naturally secures much favorable ad- 
vertising. 

The National Fire Waste Council, 
conducted under the auspices of the 
United States Chamber of Commerce, 
has created much interest in practical 
fire prevention throughout the United 
States, especially in communities where 
such interest had become a vital neces- 
sity, resulting in the enrollment of 
hundreds of cities and towns in this 
contest. The Council is eager to lend 
every possible assistance to increase 
this number, and it only needs the in- 
telligent cooperation of some insurance 
man in each community to do this. 

If the community makes a credit- 
able record, it may win an honorable 
mention or perhaps first prize in its 
division, which results in some very 
desirable national advertising as well 
as the reduction in fire hazard and 
loss already accomplished. 

The average chamber of commerce, 
trade organization or service club is 
interested principally in the develop- 
ment of its community and, therefore, 
it is not difficult to show them the 
importance of giving some considera- 
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tion to the conservation of their assets, 
both physical and human. 

A single conflagration can undo the 
work of years, and the community suf- 
fering such a catastrophe is affected in 
many ways. Thousands of people are 
harmed, either directly or indirectly. 
The occupants of the destroyed prop- 
erty are subjected to death and injury, 
loss of business and personal ‘property, 
shattered nerves and weakened morale. 
The entire community is also incon- 
venienced, for the aggregate purchas- 
ing power is depleted, taxable property 
is removed, the citizens directly affected 
must be cared for, all of which is an 
extra burden entirely uninsurable. 

It is true that the cities which have 
been destroyed by fire have arisen 
from the ruins and become greater 
than ever, but that is no excuse for 
conflagrations. 

Behind the scenes are hundreds of 
individual cases of suffering and per- 
manent defeat that never come to the 
public attention. 


A Practical Program 


In order to properly sell the idea of 
a practical fire prevention campaign to 
a community, I recommend that the 
local insurance men arrange to have 
T. Alfred Flemming of the National 
Board of Fire Underwriters address 
their chamber of commerce. He is a 
forceful, interesting speaker and he 
puts over his message with an en- 
thusiasm that has remained undi- 
minished after years of hard crusading 
against the fire fiend. Mr. Flemming 
will surely sell the idea to your com- 
munity if you provide him with a 
large, representative audience, and he 
will also assist you in forming your 
committee. 

This practical fire prevention com- 
mittee should be a large and repre- 
sentative one and its membership 
should include, of course, the fire chief, 
building and electrical inspectors, city 
engineer and councilman, superinten- 
dent of schools and several insurance 
men, manufacturers, merchants, law- 
yers and clergymen. The building code 
committee referred to heretofore can 
be a part of this committee or it can 
work in conjunction therewith, but as 
its work is rather tedious and technical, 
it should operate separately to be effi- 
cient. 

It should not be hard to secure the 
active interest of the political family 
in the community, for fire prevention 
often produces results of which any 
administration might feel very proud. 

After the committee is formed, the 
first step is to request, through one of 
the insurance men, an inspection by 
the engineers of the National Board 
of Fire Underwriters. As a result of 
this very careful check up, which takes 
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many months, the fire hazards of the 
community are revealed in a complete 
and comprehensible form, and recom- 
mendations are made to eliminate 
them. 

After this report is received, the 
Rating Bureau having jurisdiction 
over your city should be consulted, and 
they will complete the National Board’s 
reports by stating the percentage of 
credit which will be given in the town 
rating for each improvement made. 

With all this data before them, the 
committee can then make up a list of 
recommendations for the City Council 
and a definite program can be proposed 
which will provide for the completion 
of these improvements as finances will 
permit. Furthermore, the city will be 
relieved of the necessity of making 
many improvements which only benefit 
a few and which are usually made in 
the absence of such a program and due 
to political pressure. They will also 
be able to justify any expenditure they 
make by showing the citizens that as a 
result of their program insurance 
rates are being decreased, as well as 
fire hazards. 


Technical Aid Needed 


Any modern insurance agent can ap- 
preciate the fact that all this work 
must be guided by an experienced per- 
son, and who is better fitted to fill the 
position than he? Through his activity 
he is performing a community service 
of much more value than he could 
possibly render through any other 
channel. 

Usually the report shows deficiencies 
in the water supply and distribution, 
and as it is expensive to remedy this, 
it takes years to accomplish all the 
work necessary, but arrangements 
should be made to do some work each 
year, according to circumstances. With- 
out a standard water supply, the finest 
fire fighting department is helpless to 
combat a real conflagration. 

The number of paid men in a fire 
department is important, and the ulti- 
mate aim should be to secure a full 
paid force. The volunteers have done, 
and are still doing, wonderful work, 
but their day is past. Fire fighting 
is no longer a pastime for hearty 
dare-devils, but it is an engineering 
problem, requiring trained men giving 
all their time to it. It still requires 
much energy and nerve, but it has be- 
come a business and not a side line. 
The full paid fire department devotes 
much time to fire prevention through 
daily block inspection which discovers 
the minor hazards that cause so many 
of our serious fires. 

A well trained fire department can 
be made to pay its way in any city 
through the very drastic reduction in 
fire waste and consequent business in- 
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terruption alone, to say nothing of 
lowered insurance costs. 

Some opposition to these changes on 
the part of the volunteer fire fighting 
organizations may be expected, but 
they must realize that the new order 
is more business-like and efficient, al- 
though it does interfere with their 
social and political activities. 

Most small cities are in need of more 
modern equipment, fire alarm systems, 
fire houses and fire plugs, and all the 
details regarding each of these subjects 
will be contained in the National 
Board report. In many cases the fire 
houses should be relocated and the fire 
plugs made standard. 


Fire Prevention Week 


Fire Prevention Week has become a 
national event and serves to rekindle 
interest in the subject and arouse the 
community to its importance. There 
are many ways to celebrate and much 
material of an educational nature is 
available. At this time the committee, 
which, of course, operates all year 
round, usually makes its report to the 
community. 

Excellent work is done by the pub- 
lic schools at this time and our future 
citizens are impressed with the impor- 
tance of the matter each year until it 
becomes a habit for them to think of 
fire prevention. 

Recently the National Fire Waste 
Council has become very active in the 
work of preventing fires in rural com- 
munities and in view of our motorized 
equipment and good roads this is en- 
tirely practical and will accomplish 
much good. The Council has also ad- 
vocated a strict arson law in each State 
which should reduce this most despic- 
able of crimes. 

It has only been in recent years that 
this country has begun to see some real 
results in the reduction of its fire haz- 
ards. It has taken years of hard work, 
first entirely of an educational nature, 
and the men who have given much of 
their lives to it must feel gratified to 
see the results which have finally been 
accomplished. 

The insurance companies and their 
organizations, the National Fire Pre- 
vention Association and finally the 
great United States Chamber of Com- 
merce have made fire prevention a 
major activity for they realize its im- 
portance to the welfare of the nation. 
Fire prevention is no longer regarded 
as the exclusive duty for the insurance 
interests but all insurance men may 
feel proud of the part their business 
has played in this work. Now that 
real headway is being made, it is hoped 
that many others will be encouraged 
and inspired to enter the work for 
there is still much to be done. 
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Sales 
Letters 


F you have a 

letter writing 
problem, The 
Spectator offers 
you the services of 
a trained insurance 
sales letter writer. 
Send in your problem 
today. 


AVING read our letter this week, 
H someone is certain to exclaim, 
“You can’t sell fidelity or surety bonds 
by mail!” As a matter of fact, there 
are few insurance sales that can be 
clinched by mail by most of us. True, 
even on a typewriter, with cold type, 
some men can throw a drop, outcurve 
or a straight ball—and put them over 
the plate unerringly and convincingly 
enough to make sales. 

But ordinarily the sales letter is a 
preliminary call, breaking the ground 
and preparing the prospect’s mind for 
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the personal solicitation that is to fol- 
low. 

Not many preliminary  ground- 
breakers of this type dealing with 
fidelity bonds are used. Where bonds 
are not already required, there is an 
inborn disinclination on the part of an 
employer to require a bond of em- 
ployees who may have been—apparent- 
ly, at least—honest and faithful over 
a long period of years. That disin- 
clinaton can hardly be overcome by a 


letter. 


But the daily newspaper reports of 
embezzlements frequently furnish a 














background for a letter that packs a 
goodly punch. When two outstanding 
cases of embezzlement or theft by re- 
sponsible employees are common table 
talk, one in which a long trusted em- 
ployee admits defalcations over a long 
period of time, while the other slipped 
just once—and badly—employers who 
do not bond their employees are think- 
ing hard and uneasily. 

Right then a letter referring to these 
two cases has weight. The man’s per- 
sonal disinclination to offend old time 
employees is yielding to his fear of 
loss. 
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before he can even approach a regular 
income of fifty a week. Four months 
without an income is a bit hard on the 
constitution, you know. 

But I’ll tell you the major points 
about a contract which was finally set- 
tled upon by one agency I know of. 
This firm keeps four salesmen in a 
city of sixty thousand. For three years 
experiments were made with all types 
of men and several kinds of contracts. 
The most satisfactory agreement from 
both viewpoints provided commissions 
of eighty per cent of local agents’ com- 
missions on new business and fifty per 
cent on renewals to be applied against 
a guarantee of from thirty-five to sev- 
enty-five dollars a week. -The amount 
of the guarantee depends entirely upon 
the manager’s judgment of the man’s 
ability. The salesman agreed that if 
the contract should be terminated for 
any reason he would not enter into the 
business of selling insurance for him- 
self or any other agency in the speci- 
fied territory for a period of five years 
thereafter. These were the two prin- 
cipal clauses. There was no pretense 
of calling the guarantee a drawing ac- 
count. It worked. 

Such a compensation clause gives 
you some real reasons why a prospec- 
tive salesman should work for you. 
You are giving him both a sure income 
while he’s breaking in and real possi- 
bilities of increasing his earnings from 
year to year. You can’t make money 
the first year; if you expect to, under 
any arrangement, your awakening will 
be sad if not abrupt. 

Agency managers indulge in much 
pleasant debate about what qualifica- 
tions it is best to require of a pros- 
pective salesman. One of those pleas- 
antries is a seemingly safe and sane 
policy of hiring only experienced in- 
surance salesmen. If you have an idea 
that you are wasting time training 
green men then set your mind at rest: 
good, experienced men are as scarce as 
Hollywood salaries in Scotland. Your 
best bet is men who have had several 
successful years of selling experience 
but who know little or nothing about 
insurance. Remember that it’s easier 
to make an insurance man out of a 
radio salesman than it is to make a 
salesman out of a home office statis- 
tician. 

Methods of contacting new men are 
various and they depend a great deal 
upon local conditions. In all probabil- 
ity you’ll do well to try all three of the 
tried methods to find out which pro- 
duces the best men for you. The im- 
memorial way is by classified news- 
paper advertising. However, in the 
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Building Up a Loeal Ageney 


(Concluded from page 27) 


larger cities, this is likely to produce 
a great many floating and undesirable 
“drawing account hounds.” Try it a 
couple of times and see what happens. 
Everything depends on the town and 
the paper. A variant of this is display 
advertising; the applicants will be 
fewer but higher grade. Don’t use 
copy which simply asks for salesmen 
without stating what they are to sell. 
It simply wastes your time. The sec- 
ond method is through employment 
agencies. Once again, in the larger 
cities the agencies don’t seem to be 
well adapted to obtaining sales help. 
Often you can arrange to interview ap- 
plicants in a private office at the 
agency. The third method is by means 
of “favoring a friend” letters. Select 
from your own mailing list a number of 
eminently prominent business and pro- 
fessional men and write them telling 
of the opportunity you are offering to 
one or two selected men and ask if they 
know anyone who might be interested. 


Educating 


Feed the insurance business to your 
new man in easy, palatable doses. 
Start him out on the lines that sell 
best at the particular season. Lay out 
his work for him by assigning him a 
certain number of prospect cards each 
day. Route each day’s calls to save 
his time. 

Make a collection of the advertising 
of your various companies and divide 
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this material up according to lines. 
Put the printed matter relating to each 
line in a separate envelope together 
with the major sample contracts. This 
makes an admirable basis for a course 


of instruction in selling insurance. 
Each company pamphlet or booklet 
contains one or more sales points for 
that line. Subscribe to one of the edu- 
cational services such as several of the 
insurance publishing houses sell. Write 
your companies and tell them of this 
method you are employing to educate 
men to sell insurance for them and they 
will undoubtedly send additional ma- 
terial which will be of help to you. 


Set aside Saturday or Monday morn- 
ing for instruction in the office. Better 
have a pretty good reference library of 
your own or your salesmen will stick 
you with questions which never oc- 
curred to you. Before .each session 
spend a couple of hours looking up, 
thinking up and jotting down sales 
suggestions for the particular line 
scheduled for discussion. Also take 
notes during each session. By the time 
you have taken two salesmen through 
a twelve or fourteen weeks’ course 
you'll find it worth while to have these 
notes typed up in the form of instruc- 
tion and question and answer sheets. 
Set aside one full day each week to go 
out with your man to help him on his 
tough ones. (An interesting condition 
arises here. Your new man may be, in 
reality, a better salesman than you, but 
because he has sold your prospect on 
what an important personage you, the 
boss, are, the going will be lots easier.) 
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Meets in Milwaukee 
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Dollars and Cents ideas for every insur- 
ance advertiser and company executives on 
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WHAT ABOUT 
Your PRoFItTs? 


The proper and consistent development of fidelity and surety 
lines is concededly profitable to agents. 


This company is extraordinarily well qualified to assist and ser- 
vice agents in solving surety and fidelity problems. Practically all 
of its officers have themselves been agents and consequently ap- 
proach difficulties with a field viewpoint. 


General agency connections in fidelity and surety fines are still 
available in some territories. A letter from you will bring a prompt 
and personal reply. 


Equitable Casualty & Surety 
Company 


JOHN L. MEE, President 
2 Lafayette Street New York City 
7 


“Equitable in Practice as in Name” 
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Jim the Penman Is Dead But Forgery 
Losses Mount to Dizzy Heights 


Lesser Craftsmen Carry on Old Game with Success 
Rare to Old Master; U.S. F.& G. Starts 
Movement to Combat Evil 


By A STAFF WRITER 


LTHOUGH the day of Jim the Pen- 
man has slipped down into history 
along with cut glass and coal barons, 
this era of rackets and mass production 
has given birth to a host of little Jims 
of less intelligence and craftsmanship, 
but of infinitely more daring, and just 
enough enterprise and luck to make 
the forgery end of the bankers’ blanket 
bond business a nightmare to the casual- 
ty insurance field. And when we say 
nightmare, we mean that and more, 
for as loss ratios mount to more than 
200 per cent of premium income, sleep- 
less nights and haunted days are only 
a part of an underwriter’s cheerful life. 
According to Kenneth Wood, chief of 
the blanket bond department of the 
United States Fidelity and Guaranty 
Company, forgery losses have climbed 
to dizzy heights in the last few years. 
In one instance claims have amounted 
to $157,975 on a $125,000 premium of 
which $180,594 was for forgery alone. 
Forgers have taken advantage of the 
fact that banks have merged and con- 
solidated to such an extent that one 
having a 100,000 or more depositors 
has a fleet of little branch officers 
where money is just waiting for thieves 
to come and take it away. Claims come 
in with a regularity similar to machine 
gun fire, and although most of them are 
small, great oaks from little acorns 
grow. 

Out of pure morbid curiosity, I tried 
to get Mr. Wood to tell me the little 
nuances of the penman’s trade, but he 
said that such information was of more 
value to those who go down to banks 
with false checks than it was to under- 
writers who deal with the matter in a 
purely academic fashion. In other 
words, he wasn’t going to turn profes- 
sor of forgery; he is having enough 
trouble already. However, in order to 


THE SPECTATOR 
August 7, 1930 


show me how simple the whole thing is, 
he related the following incidents: 

A man walked into a small bank out 
on Long Island with a small check 
amounting to about $75, and presented 
it at the teller’s window for cash. The 
teller had never seen him before, and 
said as much. “Of course, said the 
man, “I’m a stranger in town, but I’m 
well acquainted with some of your lead- 
ing merchants. If I had one of them 
indorse this check, would you cash it 
for me?” The teller thought this was 
fair enough, and agreed. Five minutes 
later Mr. Forger came back with the 
endorsement of a leading merchant on 
the back of his check, and received the 
cash. Needless to say the check was 
bad, the bank charged it to the mer- 
chant, and the merchant came howling 
in with the story that he had never 
seen or heard of Mr. Forger, which 
was true. Here’s how it was done. A 
day before he even entered the bank, 
Mr. Forger had gone through the town 
with a paper purporting to be a peti- 
tion for a watering trough or some- 
thing which he easily induced the mer- 
chants to sign. It cost them nothing, 
why not? He then had the signatures 
and next day it was easy enough to 
trace whichever one the teller desig- 
nated on the back of his check, take the 
money, and move on to the next town, 
for further operations. 

In another case, an old darky, who 
had an account of $2,600 in a certain 
bank, drew a check for $2,500. He 
presented it for certification at the 
bank, and, of course, the bank stamped 
it O.K. The old darky took the check 
to a rubber stamp maker, and had an 
exact duplicate of the certification im- 
pression made. He then wrote out 
eight more checks, certified them him- 
self, forged the illegible endorsement 

(Concluded on page 35) 


Darby Day Adds No. Four 
to Growing Fleet 





Purchases Liberty Insurance 
Company of Dayton; Assets 
of Over Million 


Cuicago, Aug. 4.—Acquisition of 
the Liberty Insurance Company of 
Dayton, Ohio, a company having ad- 
mitted’ assets of $1,326,488 on Dec. 
31, was completed last week by the 
Darby Day Investment Corporation of 
Chicago, of which Darby A. Day, 
prominent insurance man of this city, 
is the president. Mr. Day also is pres- 
ident of the Chicago Fidelity and Cas- 
ualty Company, which was established 
by the Darby Day Investment Corp. 

The acquisition of the Liberty In- 
surance Company, which is the fourth 
to be made by Mr. Day and associates 
this year, was completed through an 
outright purchase of the stock, and the 
company is to continue as an indepen- 
dent unit for the time being, with its 
headquarters in Dayton. 

The Liberty Insurance Company will 
continue under its present manage- 
ment until the transfer of the capital 
stock to the Darby Day Investment 
Corporation is completed, when the 
board will be reorganized and officers 
elected. The company, which writes 
automobile, plate glass and general 
liability insurance, on Dec. 31 reported 
net admitted assets of $1,326,438; un- 
earned premiums of $491,694; reserve 
for public liability losses, $226,288; re- 
serve for unadjusted losses of $76,224; 
reserve for current bills, taxes and 
other items, $44,835; and a voluntary 
reserve of $5,000, making total liabili- 
ties other than capital and surplus of 
$844,042; capital of $250,000 and net 
surplus of $232,387. 

The company was incorporated in 
1922 and promptly reinsured the en- 
tire business of the Liberty Mutual In- 
surance Company of Dayton. J. R. Jones 
is president, treasurer and general 
manager; George B. McCann is vice- 
president and secretary; and F. J. Ach 
and J. W. Millette are vice-presidents. 
C. A. Funkhouser is chairman of the 
board. Thecompany’s premium income 
in 1929 was $1,013,852 and premiums 
earned totaled $985,995. 
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International Re-Insurance Corporation 
(Casualty) 







BALANCE SHEET 
June 30, 1930 






ASSETS 


Real Estate (Home Office Building)...... oo MEW he $ 275,000.00 
ND IR Ey Le SNE AUER: oa,“ ALP .. 882,950.00 
III EE RS SOL DR PTE TT Ne en, 1,144,600.00 
Bonds and Stocks: 

ils. Seoomeent Tee, «2s. oS $ 553,701.82 

Seste and Diunttipal Bonds............... 50.004. 1,252,812.35 

SSC EE LALO PTI EE Le 2,914,751.20 















4,721,265.37 © 
Less Book over Market Value................... 105,729.64 









4,615,535.73 











meee an ts NE oes se ceed eas cv eedenderes hes 517,211.07 
ON ide ie in AA SOME ORE 04S 50 wT RE 6 PERE KAD 76,007.84 
Premiums in Course of Collection.............................. 786,251.66 










$8,297,556.30 
















LIABILITIES 
Reserve for Unearned Premiums.................. bikie tea ehna $1,583 ,878.53 










rermntin S,  J 2h ale t boy Ses ta Ged bax HERES 1,169,331.01 
Reserve for Commissions, Taxes and Other Liabilities............. 347,341.69 
Reserve for Dividends to Stockholders......................... 75,000.00 
PEIN 6 ooo wo. ye pdeetce vc wk ae A Re Ade ei 500,000.00 
REIIIINE 5:0 i420 Koen owe eeWorty ae ctans ....  $1,500,000.00 
DE: 8442-61 +++ cawnrweee en nthons hs bine 3,122,005.07 









4,622,005.07 









$8,297,556.30 
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SHARE AND EXCESS 






International Re-Insurance Corporation 
Carl M. Hansen, President 
Home Offices: 
Pacific Finance Building 


84 William Street LOS ANGELES, CALIFORNIA 31 Lombard Street 
New York, N. Y. U.S. A. London, England 
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Emerson Schofield to Join 


Globe Indemnity 





Prominent Casualty Executive to 
Leave Standard Accident; 
Will Develop Agencies 


The appointment of Emerson J. 
Schofield, for the past twenty-four 
years a member of the Standard Acci- 
dent Insurance Company, and one of 
the outstanding men in the casualty in- 
surance business, as vice-president of 
the Globe Indemnity Company is an- 
nounced by A. Duncan Reid, president 
of the Globe. Mr. Schofield will devote 
his ability and experience to the devel- 
opment of agencies for the Globe, and 
will assume his new duties about 
Sept. 1. 

During his service with the Standard 
Accident, Mr. Schofield has been affec- 
tionately known to insurance produc- 
ers, company men and agents, and a 
host of friends as “Scho.” His first 
major responsibilities with the Stand- 
ard were as superintendent of the ac- 
cident department and superintendent 
of the personal accident claim depart- 
ment. In 1919 he became superinten- 
dent of agents, three years later 
received the title of assistant secretary, 
and was advanced to the vice-presi- 
dency in 1925. 

Born in March, 1883, in Littleboro, 
Lancashire, England, Mr. Schofield 
records his early life in his own words 
as follows: 

“At the tender age of three years, 
dressed in my best jersey suit of blue, 
without my knowledge or consent, I 
was imported to this country by my 
father and mother. Unlike most immi- 
grants, I did not settle down on the 
East Side of New York, but immediate- 
ly exchanged my little home in the 
rooms above a green grocery store in 
Lancashire, England, for a shack among 
the lumberjacks of cold Northern Wis- 
consin. 

“Thus it came about that my boy- 
hood years were passed among the big- 
handed and big-hearted lumberjacks 
and the small-hearted and dishonest 
Indians of Wisconsin watching my 
father try to reform them, acting in 
his capacity as sky pilot or home mis- 
sionary. 

“My public and high school educa- 
tion, and such other matters of ‘read- 
ing, writing and ’rithmetic’ as go with 
a young man’s and a boy’s career, were 
picked up in the schools which were im- 
mediately adjacent to churches which 
happened to have called my Dad to 
preach.” 

Mr. Schofield’s education was com- 
pleted at the University of Indiana 
and at the Detroit College of Law 
where he received his LL.B. degree. In 
addition to his special legal work in 
connection with insurance matters, he 
has been associated with many insur- 
ance activities. He has been president 
of the Insurance Federation of Michi- 
gan. 
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N. Y. OPENS BAIL BOND 
BUREAU 


The Insurance Department of 
the State of New York formally 
announces the opening of the Bail 
Bond Bureau, organization of 
which has been going on for sev- 
eral months under the personal 
direction of former supt. Albert 
Conway and Second Deputy Su- 
perintendent of Insurance Fran- 
cis P. Ward. 

As a result of the disclosures 
of the County and Federal Grand 
Judy investigations held some 
time ago it was decided that 
many of the complaints against 
the practices used in obtaining 
bail could to a large extent be 
stopped by the companies them- 
selves getting together and form- 
ing a bureau through which the 
public might obtain bail bonds 
without delay, and at a reason- 
able cost. 

Mr. Ward stated that the fol- 
lowing companies—American Em- 
ployers Insurance Co., American 
Surety Co., Commercial Casualty 
Insurance Co., Employers Liabil- 
ity Assurance Corp., Fidelity and 
Deposit Co., Franklin Surety 
Co., General Surety Co., Globe 
Indemnity Co., Great American 
Indemnity Co., Hartford Acci- 
dent and Indemnity Co., Lloyds 
Casualty Co., Massachusetts 
Bonding and Insurance Co., Met- 
ropolitan Casualty Ins. Co., Na- 
tional Surete Co., Southern Sur- 
ety Co., Staindard Accident In- 
surance Co., Union Indemnity 
Co. and the United States Cas- 
ualty Co.—have organized and 
put in operation a bail bond bu- 
reau located at 103 Lafayette 
Street, New York City, under the 
management of Robert M. Nu- 
gent, former vice-president of the 
National Surety Company. Bonds 
may be obtained at any time at 
the lowest possible cost to the 
applicant. 
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C. C. Perry, Engineer, Goes to 
Standard Surety 


The Standard Surety and Casualty 
Company of New York has just an- 
nounced the appointment of Clarence 
C. Perry, well known in insurance cir- 
cles as an engineer, as Superintendent 
of its inspection and engineering de- 
partment. Following his graduation 
from Sheffield Scientific School at Yale 
University in 1904, Mr. Perry spent 
six years as a teacher in that school, 
until in 1912 he joined the Hartford 
Steam Boiler Inspection and Insurance 
Company as editor of its house organ, 
“The Locomotive.” He left that com- 
pany to join the Aetna Casualty and 
Surety Company and was subsequently 
connected with the Ocean Accident and 
Guarantee Corp. In 1928 he resigned 
from the Ocean to join Pilcer and 
Frank, insurance brokers in Philadel- 


' phia where he largely handled public 
_utility insurance, and resigns this posi- 


to join the Standard. 





The Railway Audit and Inspection 
Company, Inc., Franklin Trust Bldg., 
Philadelphia, Pa., and with offices and 
agents in cities and small towns in 
every State, are equipped to handle 
all kinds of claim adjustments and in- 
spections for insurance companies. L. 
D. Rice is general manager. 










































Southern Surety 
Co. of New York 


General Offices 
9th & OLIVE STS. ST. LOUIS, MO. 





Admitted Assets 
$11,500,000.00 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 





Let the Southern Serve You 




















Casualty, Surety, Etc. 
























60 PARK PLACE 





Assets - - - - - $2,746,716.66 
Capital - - - - - $500,000.00 
Surplus to Policy 

holders - - - - $1,964,260.76 





GENERAL AGENTS 




















Pacific Coast Canada 

CARL N. CORWIN CO. P. J. PERRIN 

San Francisco, Cal. 465 St. John St. 

Virginia, No. and So. ne 
Carolina Texas 

HAWKS & SCHENCK, INC. T. A. MANNING & SONS 
Greensboro, N. C. Dallas 
Colorado Louisiana 
MOUNTAIN STATES AGENCY Co. HARRY S. KAUFMAN 

Denver New Orleans 













This Company Now Licensed in 27 States and Canada 





For Agency Connections Address Above, or 
Arthur H. F. Schumm 


Vice-Pres. and General Manager 






























INSURANCE 






EXCESS 


OF AMERICA 


COMPANY 








JAMES GIB 


BS, President 


















CASUALTY 












REINSURANCE 


& SURETY 





















EXCESS AND SHARE 


Executive Offices: 


84 William Street, New York City 
Telephone: Beekman 0890 



















FIRE RE-INSURANCE 


Treaty and Facultative 





Re-Insurance Corporation 


of America 


60 John Street, New York, N. Y. 








TOTAL ASSETS, JAN. 1, 1930 
$2,289,358.52 











DIVISION OFFICES 
Western Department 
172 W. Jackson Boulevard 
Chicago, Illinois 


Pacific Coast Department 
San Francisco, California 
114 Sansome Street 





















Southeast Department 
Hurt Building 


tlanta, Georgia 
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WALTER CLUFF’S 


course of study in 
LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 


Send for this 
Book today. 
Your money 
back if you 
don’t profit 
by reading it! 


EDITION LIMITED ! 
RUSH COUPON———— 














.1T WILL BE OUR OFFICIAL TEXTBOOK!” 





000 copies.. 










O wrote the official of 
a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 








Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 


oped. 
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| THE INSURANCE FIELD . 
Box 617, Louisville, Ky. ' 
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4 Enclosed is one dollar. 
, Cluff’s new book to me. 
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Forgery Losses Wreak Havoc with 
Blanket Bond Profits 


(Concluded from page 31) 


of the bank’s teller on the back - of 
them, and went on an orgy of purchas- 
ing. Cars, suits, jewelry, and all the 
things he had probably dreamed of he 
bought in job lots, presenting his eight 
spuriously certified checks which mer- 
chants accepted without question, and 
even gave him the difference between 
his purchase price and the amount of 
his check in cash. A couple of the 
merchants, playing safe at all odds, 
called the bank for verification of the 
certification, and naturally the bank 
supported the check. Then the old 
fellow presented his genuine check at 
the bank, received his cash, and de- 
parted for parts unknown. Simple, but 
devilishly clever. 

Despite the simplicity of the situa- 
ition, it becomes increasingly difficult to 
find a panacea. Although there are 
only ten methods of forgery, they are 
unusually successful, and no bank is 
sufficiently victimized in all phases to 
promulgate the necessary safeguarding 
rules. Surety companies believe also 
that bank officials are not as a whole 
aware of the importance of the situa- 
tion enough to erect the required bar- 
riers of their own initiative. But the 
fault does not lie entirely with the 
banks, in a manner of speaking. Sure- 
ty companies realize the methods of 
forgery, and they pay and pay, but 
seemingly do nothing to combat the 
costly situation. 

They realize that the causes operate 
because the forger has a knowledge of 
the mechanics of elementary banking, 
and an understanding of the frailties 
of the human element. For such a low 
class of intelligence, forgers have an 
uncanny knowledge of human psy- 
chology, especially that of vanity! The 
surety also knows that the causes take 
effect because the banks lack definite 
rules for cashing checks; because their 
employees are not well informed con- 
cerning the forger’s methods and tricks, 
and because the desire for new business 
causes banks to be indiscriminate in ac- 
cepting new accounts, often failing to 
investigate before allowing the with- 
drawal of funds. Broadly speaking, 
says the U.S. F. & G., forgeries result 
because the bank officers do not publish 
prescribed rules of procedure. 

For thé last six months the United 
States Fidelity and Guaranty Company 
has conducted an educational campaign 
among its large banking policyholders 
in an effort to educate bank tellers to 
the extent of their responsibilities. The 
company has held mass meetings at 
which hundreds of tellers and other 
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employees of banking institutions have 
been present. 

A young man, an employee of the 
United States Fidelity and Guaranty 
Company, whose name is withheld at 
his own urgent request, has conducted 
the meetings. Having made a thorough 
and exhaustive study of the crime of 
forgery, he has been well equipped to 
lecture bank tellers on their own con- 
tributory negligence. By means of 
lantern slides of forged checks, he has 
been able to point out by actual exam- 
ple, the methods and procedure of the 
forger, at the same time explaining 
that by use of simple precaution tellers 
can catch the criminals at the window. 
His efforts, and the efforts of the U. S. 
F. & G. have met with the widespread 
approval of all who attended the lec- 
tures, as well as the support of the 
banks involved. 

As a result of this initial effort to 
cut down the towering loss ratios, the 
U. S. F. & G. has encountered real en- 
couragement, viewing recent develop- 
ments. One bank has already pub- 
lished a set of hard and fast rules 
which its tellers must absolutely obey 
in the cashing of checks, and another 
is at the present time revising the same 
set for its own use. Because the banks 
feel that they will be largely benefited 
by this new type of service, they have 
signified their unqualified intention to 
cooperate with their surety, to whom 
they openly give credit for its knowl- 
edge of forgery. 

The United States Fidelity and Guar- 
anty, therefore, feels that it is not 
without support in this infant, but 
potentially valuable idea of service. 
However, in the opinion of the lecturer 
himself, the very success of this new 
forgery prevention movement shows 
the need of its expansion to nation-wide 
proportions. Treatment in New York 
City alone would be grossly inadequate 
and somewhat silly, as was recently 
demonstrated by a not too clever forg- 
ery. Forgers opened accounts in New 
York City banks and deposited checks 
drawn on other cities. Thus, it is per- 
fectly possible that if driven from New 
York, they will simply transfer their 
operations to other cities where they 
will open accounts, and deposit forged 
checks drawn on New York City banks. 
Immediate detection will be avoided by 
the time taken to clear the exchanges. 

To cope with this possibility, or 
rather this probability, forgery preven- 
tion should be organized on a national 
basis. Surety companies which are at- 
tempting some prevention of work- 
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Jackson Continues Changes 
in Bankers Staff 





Magargal to Head Western De- 
partment: Mills Opens New 
Jersey Branch Office 





Following the trend of increased effi- 
ciency which has marked his term as 
president of the Bankers Indemnity 
Company, one of the American Group, 
H. P. Jackson added two more names 
to the long list of executive appoint- 
ments last week. H. G. Magargal has 
been appointed resident vice-president 
in charge of the Western Department, 
and Percy R. Mills has been named 
secretary of the newly created New 
Jersey department. 

Mr. Magargal has had nearly twenty 
years of casualty insurance experience, 
starting in the claim department of 
the Royal Indemnity Insurance Com- 
pany. He later joined the Hartford 
Accident and Indemnity Company, and 
in 1921 became attached to the Norwich 
Union Indemnity Company as an unas- 
signed special agent, traveling the en- 
tire country. He was placed in charge 
of the Chicago branch office of the Nor- 
wich and the Phenix in 1922. In 1925 
he went over to the Metropolitan Cas- 
ualty Company to take charge of the 
Chicago business of that carrier, but 
was induced to return to the Norwich 
Union in his former post. He has 
resigned this position to join the Bank- 
ers, and will have offices in the Insur- 
ance Exchange Building in Chicago. 

Mr. Mills is also well backed by 
twenty years of experience in the cas- 
ualty field, and was at one time New- 
ark manager for the Ocean Accident 
and Gurantee Company. He has been 
transferred from the Hartford branch 
managership to take over his new du- 
ties. He will have as his assistants 
George H. McKelvey as field manager, 
Ray McGee as underwriting super- 
visor, and four special agents, Frank 
Cornish, Fred C. Palmer, Joseph Uns- 
worth and J. E. Ward. 








men’s compensation claims and other 
types of claims, but failing to control 
bankers’ blanket bond claims, should 
learn that in this million-dollar field 
there is a tremendous chance for im- 
provement and profit. It is to the ad- 
vantage of these companies that they 
take up the standards of forgery pre- 
vention just as eagerly as they have at- 
tended to accident prevention. More- 
over, these efforts should be placed in 
the hands of those who fully under- 
stand the subject, and who have the re- 
quired enthusiasm and initiative to 
make the work successful. It is a val- 
uable idea, and one which is surpris- 
ingly inexpensive in action. 


Casualty, Surety, Etc. 















TO AGENTS- 


We have many excel- 
lent openings for prop- 
erly qualified agents. 
. We operate in 26 
rat States, and the District 
4 of Columbia and Porto 
Rico. 




















If interested, write 
W. T. O’Donohue 
Vice-Pres. & Agency Mgr. 























ye Jefferson Standard 
* Life Insurance Company 

Greensboro, N. C. 
OVER 340 MILLIONS IN FORCE 
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What Makes a Good 
Company? 


A company with sufficient age and financial sta- 
bility, a live-and-let-live contract, policies that 
compare favorably with the best, close Head Of- 
fice cooperation, lead service and other modern 
working tools. These are the principal things for 
which an agent looks. 

By these standards Fidelity is a good company. 
Its reputaton rests upon over half a century of 
fair dealing. It is financially solid. 1t operates in 

thirty-nine states, including. New York, on a full 
level net premium basis and has over $415,000,000 
insurance in force. Its lead service and Low Rate 
policies make selling easier. 

Desirable openings for the right men sceking a 
wider and more profitable field of action. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 





























































































GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 


President Secretary 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


Incorporated 1895 


T. F. BARRY, FOUNDER 




















































PHILADELPHIA 


Walter LeMar Talbot, President 
Insurance f 








In Force 
Over 
$157,000,000 


Harry L. Seay, 
President 
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“HOME OFFICE . DALLAS 








ENJOY THE BEST 


Modern scientific equipment and 
management make it possible for 
you to enjoy the best in New 
York at the Lincoln. Bath, shower, 


servidor and the “sleepingest” 








beds imaginable in every room. 





’ 1400 Rooms—1400 Baths 


BR oewvork's New = $3.5 $477 For 


Vice President . 
P.N. vice H OT F L Telephone Lackawanna 1400 
V.P. & Secty. 


Roy. S| INCOLN 


Eighth Avenue, 44th to 45th Sts., Times Square 
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C. E. Van Allen Promoted 
by Union Indemnity Co. 


C. E. Van Allen has been advanced 
from manager of the Liability Depart- 
ment of the Union Indemnity Company 
and the New York Indemnity Company 
in the Eastern Department of the In- 
surance Securities Group to the posi- 
tion of assistant secretary in charge of 
compensation and liability in the New 
York territory. 

Mr. Van Allen entered the casualty 
insurance business in 1906 with the 
Fidelity & Casualty Company and 
soon became cashier in the New York 
Branch Office. In 1911 he joined the 
United States Fidelity & Guaranty 
Company in its Jersey City office where 
he gained much experience in under- 
writing. Leaving the U.S. F. & G. he 
entered the employ of the Globe Indem- 
nity Company: serving it successively 
in New York City and Chicago where 
he had charge of the liability under- 
writing department, returning to the 
home office in 1917. When the Globe 
moved its home office to Newark, N. J., 
Mr. Van Allen accepted a position with 
the Union Indemnity Company as as- 
sistant superintendent aiding Norman 
Hoag who was at that time in charge 
of the liability, inspection and audit- 
ing departments. 


First Half Year Prosperous for 
International Re-Insurance 
Corp. 


The June 30 statement of the Inter- 
national Re-Insurance Corporation, Los 
Angeles, shows a continuation of the 
splendid record that was indicated by 
the statement as of Dec. 31, 1930. As 
of June 30, the total assets are given 
as $8,297,566, classified as follows: 
Real estate (home office buildings), 
$275,000; mortgage loans, $882,950; 
collateral loans, $1,144,609; bonds and 
stocks (less book value over market 
value), $4,615,535; cash in banks and 
office, $517,211; accrued interest, $76,- 
007; premiums in course of collection, 
$786,251. The liabilities show: Re- 
serve for unearned premiums, $1,583,- 
878; reserve for losses, $1,169,331; 
reserve for commissions, taxes and 
other liabilities, $347,341; reserve for 
dividends to stockholders, $75,000; con- 
tingent reserve, $500,000. The capital 
stock is $1,500,000 and the surplus 
$3,122,005, a total of $4,632,005. The 
regular quarterly dividend of 50 cents 
a share was paid Aug. 1. The com- 
pany was incorporated Feb. 15, 1928, 
and began business in June of that 
year. It was organized by Carl M. 
Hansen, who is its president. 


THE SPECTATOR 
August 7, 1930 


Committee Named for Health 
and Accident Underwriters 
Conference 


Dr. J. R. Neal, president of the 
Health and Accident Underwriters 
Conference, has announced the appoint- 
ments of committees of the conference 
for the present year. The chairmen 
of the committees are as follows: 
Auditing, C. S. Drake, Empire Life & 
Accident; constitution and by-laws, Ben 
Haughton, International Travelers As- 
surance; credentials, J. W. Carson, 


Pilot Life; education and publicity, Dr. 





of Credit Insurance? 


policies of 







for you to handle. 


ing it. 


Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibilities 
Do you know that thou- 
sands of well-known Manufacturers and Jobbers 
in every line—in every part of the country—carry 


American Credit Insurance? 


Do you know that this broad protective service is 
endorsed by bankers? That it is extensively ad- 
vertised? That it offers an exceptionally efficient 
Collection Service, through an organization of 
trained specialists operating in 12 strategical 
cities of the United States and Canada? 


Perhaps you know these things, but have said 
that Credit Insurance is too technical, too involved 
It is true that it requires a 
specially trained agent to sell our policies; but 
we have originated a plan by which a General 
Insurance Broker can function in cooperation 
with our regular agents—and make money do- 


Why not investigate the possibilities? 
how many of your present clients are not pro- 
tected by Credit Insurance, then write or phone 
any of our offices for full particulars of our plan. 


<The AMERICAN 


CrREDIT~- INDEMNITY Co. 


OF NEW YORK J. F.M*° FADDEN, prasipant 
Offices in All Leading Cities 
New York, St. Louis, Chicago, Cleveland, Boston, 


San Francisco, Philadelphia, Baltimore, Detroit, 
Atlanta, Milwaukee, etc. 


In Canada—Toronto, Montreal, etc. 
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W. A. Granville, Washington Fidelity 
National; entertainment, V. M. Ray, 
Hoosier Casualty; grievance, George 
Kendall, Washington Fidelity National; 


legal, E. St. Clair, North American 
Accident; legislative and public re- 
lations, J. W. Scheer, Inter-Ocean Cas- 
ualty; manual, R. S. Hills, Massachu- 
setts Bonding; membership, F. P. 
Proper, Employers Reinsurance; pro- 
gram and press, E. C. Budlong, Fed- 
eral Life; reception, H. H. Shomo, 
American Casualty; resolutions, A. J. 
Alwin, Minnesota Commercial Men’s 
Association; statistics, F. R. Parks, 
Loyal Protective. 





















Find out 
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STATE MUTUAL LIFE | ; 
ASSURANCE COMPANY Modern Protection 


OF 
WORCESTER, MASSACHUSETTS 





















In accordance with its progressive plan 
A NEW AND COMPLETE for up to the minute service to policy- 


STATE MUTUAL MANUAL holders and agents, the United Life and Ac- 


IS HELPING AGENCY OFFICES TO RENDER 
PROMPT, ACCURATE SERVICE TO AGENTS AND 
POLICYHOLDERS. 


INCORPORATED 1844 — EIGHTY-SIX YEARS OF SERVICE AN NOUNCE S 


a new line of Juvenile policies which will be 
issued from birth to age fourteen on either short 
or long term endowments, including twenty 
payment endowment at age 85. Additional bene- 
fits are also issued with these contracts which 
provide for waiver of premium in the event of 
death or total and permanent disability of the 
premium payor. 
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LAG FIRE AND LIFE 


yf, ASSURANCE CORPORATION, Li. 


_ United Statos Manager 


GENERAL BUILDING - 47” & WALNUT STS. 
PHILADELPHIA 









For complete information write direct ... and 
directly. 


EUGENE E. REED, Vice-President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


United Life Bldg., Concord, New Hampshire 


Originators of Life and Accident Insurance United 
in One Policy 






























General Agency positions open at 
CUMBERLAND ROCKVILLE 
WESTMINSTER 























Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 


















PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old 
established publishing house of Charles & Edwin Layton of London, 
England, whose long list of publications on fire, life, marine and 
other branches of insurance embrace the most valuable and standard 
treatises on these subjects. Send Ten Oent Stamp for Oatelogue. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 




















KEYSTONE INDEMNITY 
EXCHANGE 


Participating Automobile Insurance 






SOUTHERN LIFE AND HEALTH INS. CO. 


“Oldest and Best’? 


Has openings for good debit men and business producers 
P. O. BOX 884 BIRMINGHAM, ALA. 













110 SOUTH 16th STREET, PHILADELPHIA, PA. 
LOCAL AGENTS WANTED 


Fire, Theft, Collision, Preperty Damage, Publie Liability 








Germanic Fire sams Compang 
of NewYork 
122 E. 42nd Street New York City 


NORMAN T. ROBERTSON, President 


RECOGNITION 


of identity of interest, as shown by GERMANIC’S 
profit sharing plan; a sincere desire to help its 
— with their problems; and the ability so to 
0 


MAKES 
Germanic Representation an Agency Asset 
















THE SIGN OF GOOD CASUALTY INSURANCE 


BURGLARY 
CREDIT 

Wes BOILER 
af LANDLORDS 
ELEVATOR 
GENERAL LIABILITY 






































ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
J. M. Haines, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 
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SPECTATOR STATISTICS 











The following figures from the statements of Life, Casualty and Fire Insurance companies for the first six months of 


1930 have been compiled from returns made direct to THE SPECTATOR. 


LiFE INSURANCE RESULTs FOR First Six MontHs 















































Net Paid 
Premiums Insurance 
Year Written Total Written Paid 
Name and Location Ending (First Admitted Capital Net (First Insurance 
of Company June 30 6 Months) Assets Paid-Up Surplus 6 Months) in Force 
( 1339 $253,883 $874,224 ss $131,186 oO Meth p tt ° 919,907.00 
‘ooklyn Nat’ 1929 205,770 707,878 00,000 174,214 o 4, , o 15,184,87 
PORE ET ORIN 6 oxo anv ae ex anes }3980 0 seteee reese 0 Csedees 0 retees g 1'793'250 g  1.784/220 
ioe Ct Caw tee) | Ll CO peesasem . ‘anemia Wo edacaa<s Bio sec cee 
Conti al A : iImineton.......se { 1930 u u u u o 10,000,333 o 99,306,549 
ontinental American, Wilmington 1929 Ps . . . © 6.502820 © 88/716,189 
1930 u 5,687,365 250,000 389,886 o 4,301,399 o 35,197,677 
1929 u 5,222,250 250,000 340,325 o 5,536,901 o 32,958,617 
Eureka-Maryland, Baltimore ............+¢. BEGG 8 wats: 6 ames 60 COC eee 60 eas i 7,364,779 i 29,072,871 
See i“(i‘“‘ kK ww CUR Cees @©=6©=—C Se wetera i 6,215,536 i 27,834,094 
Be. oeeelnda ) “Seeawey. “aeewtes . apeeeten £ 15,750 zg 543,950 
OGG Sco) Jy Tee. pat! heer £ $3,900 g 908,550 
Farmers & Traders, Syracuse.............+. § 1930 455,907 4,536,788 300,000 250,006 o 2,373,000 o 34,184,278 
1192 519,835 3,905,771 300,000 193,947 o 2,936,500 o 32,240,287 
National Life, Montpelier..:...........ce0- § 1930 u u u u o 39,992,751 oO 611,084,282 
71929 u u u oO 37,664,293 oO u 
‘ g Group insurance. iIndustrial insurance. o Ordinary insurance. 
u Unavailable. 
CASUALTY AND SURETY RESULTS FoR First Stx MoNTHS 
Net 
Premiums Net 
a Year Total Written Losses Paid 
Name and Location Ending Admitted Capital Net (First First 
of Company June 30 Assets Paid-Up Surplus 6 Months) 6 Months) 
Ameri i We Wet § 1930 $8,696,622 $1,000,000 $3,043,515 $1,195,208 $244,480 
ne NaS, Now eee 1 1929 6,985,918 750,000 1/625,146 878,544 174/630 
Columbia Casualty, New York..........eee- {193 6,974,483 1,000,000 1,019,378 2,712,944 1,292,802 
NR SRAM Shae See 1 1929 6,819,364 1,000,000 1,225,157 2'417,844 10927113 
International Fideli ied POH IN { 1930 1,860,264 300,000 1,434,394 70,041 21,924 
nel Tieity, Serer City 1929 1/849,301 300,000 1,415,405 76,559 15,173 
MacciE F 1930 2,482,108 300,000 471,554 81,143 43,478 
ASS rotective Assn., Worcester.........- { 1939 1'916,132 300,000 345,637 94.907 53°898 
Ocean Ace. 1930 18,445,589 *800,000 44,567,027 6,146,172 3,334,489 
cean Ace, & Guar., Now York....++++++++ { i338 19/106,558 #800,000 +4°765,200 6.5.22'529 3°387.559 
*Capital deposit. fIncludes $1,000,000 reserve for contingencies in 1929 and 1930. Ct Se ae 
Fire INSURANCE RESULTS FOR First Stx MoNntTHS 
Total Net Premiums Net Losses 
Name and Location Year Ending Admitted Surplus to Written ai 
of Company June 30 Assets Policyholders* (First 6 Months) (First 6 Months) 
Aetna Fi . f 1930 $62,108,391 $27,003,288 $12,887,272 $7,287,617 
1 ISO, BIRR ORG sc ic ec secececwadsuees } 1929 3.749917 29°105,544 13°889 586 6,784,766 
Eastern Fi ic City.. f 1930 616,108 489,916 29,855 6,471 
€ ire, Atlantic City........ccceesees } 1929 696,259 471,776 36351 16,884 
Homestead Fi i (193 1,847,433 964,619 328,905 118,445 
MUG; BAO 2 io 0. 6 cet Sindede se } 1929 1°737.458 965,219 293,069 68,931 
Providen i ; § 1930 21,964,716 15,138,395 3,352,559 1,746,632 
ovitenoe Washington Ine, Proviienen . «.. 71929 25,422,604 18,582,981 3,481,146 1'773,256 
William P i i { § 1930 501,710 341,004 22,316 852 
enn Fire, Philadelphia............ } 1929 482/871 323/614 281270 923 








*Including capital. 


American Surety Reports 
Favorably 

The American Surety Company of 
New York reports net premium written 
for the six months ending June 30, 
1930, of $6,017,139, an increase of 
$303,126 over the corresponding pe- 
riod of last year. The investment in- 
come for the half year increased $208,- 
388 as compared with 1929. 

After deducting incurred losses, ex- 
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penses and taxes, but before adjust- 
ment of premium reserves, the report 
shows net earnings from underwriting 
and investments of $1,185,275, a de- 
crease of $120,186 as compared with 
last year. This decrease was due to 
an increase of $440,266, in net claims 
incurred. In line with the established 
policy of the company, no credit was 
taken for salvage assets except such 
as were reduced to cash. 


a 


In March and June the company paid 
quarterly dividends of $1.50 a share 
on 300,000 shares, or $900,000. After 
providing for an increase in unearned 
premium reserve and overdue premium 
reserve of $413,935, and after giving 
effect to the market value of securities 
owned as of June 30, 1930, the com- 
pany reports surplus and undivided 
profits of $7,855,771, and a voluntary 
special reserve of $1,250,000. 




















































356,988 
PROSPECTS 


received advertising letters 
in first five months 
of 1930 


$19,000,000 of 
BUSINESS 


sold on lives of i 
“‘advertised”’ prospects 
in same period 





Bankers Life Company 
Gerard S. Nollen, President 
Established 1879 
Des Moines, Iowa 


















Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 
Unexcelled Life Policies 

Children’s Policies 

Group Insurance 


We have a few General Agency openings for 
men not presently attached. 









Address 
E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 




























FRANKLIN 
SURETY 
COMPARY 


123 William Street, New York 





FIDELITY AND SURETY BONDS 
BURGLARY AND PLATE GLASS 
AUTOMOBILE LIABILITY 
TRADERS PROTECTIVE BOND 








——_—_—_£_£_{$_£{_ ====*_*_*iIja=a=“&z“&==EeSesEewe ”_ ee eee 



























In looking back over the growth of your own business, 
what were the factors that aided in that growth? 
‘Giving a fair deal, or making an honest effort to do 
s0, was one, no doubt, just as it has been with THE 
PREFERRED ACCIDENT. 
Write us if interested in taking on a good strong company for 
Accident—Health—Burglary and Automobile Insurance 


The Preferred Accident 


Insurance Company 
OF NEW YORK 
80 MAIDEN LANE 
WILFRID C. POTTER, President 


NEW YORK 























Equitable Life Insurance Company 
Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
Joseph Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 


For further information, write 
William A. Bennett, Vice-Pres. and Gen. Mgr. 








“INDEPENDENCE FOR DEPENDENTS” 
Request details for our remunerative contracts for 
AGENCY MANAGERS 


for Colorado, West Virginia, Illinois, Indiana, 
Pennsylvania and Ohio 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 
134 North La Salle Street, Chicago 
O. W. JOHNSON, President S. W. GOSS, Vice-President 


: 








Indiana lowa—Kansas—Kentucky—Michigan—Minnesota_ 


“MO 48D ON —"G9N—HnNoss py 


- Oregon—Pennsylvania—Tennessee—Virginia—Washington—wW. Va.- 








We Have Openings for 
Good Men in 
Des Moines 
Denver 
Sioux City 
OMAHA LIFE INSURANCE CO. 


H. E. WORRELL, Sec.-Treas. 
OMAHA, NEBR. 
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INSURANCE STOCKS 








COMPANY 


Stock House 
Specialising 


A of December 31, 1929 


As of July 
4, 1930 





igs 


ue 
Annual Dividend Rate 


iquidating 
Dollars Per Share 


Total Earnin, 


Per Share 


Outstanding 








Aetna C.&S., Hartford... 
Conning & Co., Hart.. 
Curtis & Sanger, N.Y. 

Aetna Ins. (Fire) Hart. . 
Conning & Co.,Hart.. 
Curtis & Sanger, N.Y. 

Aetna Life, a: 
Conning & Co., Har 
Curtis & Sanger, N. 

Amer. Equit., N 


W. Wall. Lyon & Co.. 
American Ins., Newark. 


Curtis & Sanger, N.Y. 
Milliken & Pell, Nwk. 
American Surety, N.Y 
Curtis & Sanger, N.Y. 
Auto Ins., Hartford. ... 
Conning &Co., Hart.. 
Curtis & Sanger, N. ‘ss 
Bokrs. & Shipre, N 
A, BURR as sccncns 
—— Sanger, N.Y. 
Balt.-Amer., N.Y...... 
C. Sincere & Co., Chi . 
Boston Casualty, Bos. 
C.A. Day & Co.,Bos.. 
H.D.Knox&Co.,Bos. . 
Boston Ins., Boston... . 
A. Day & Co., Bos. 
H.D.Knox&Co.,Bos. . 
Bronx Fire, N. Y...... 
W. Wall. Lyon & Co.. 
Brooklyn Fire, Brooklyn 
W. Wall. Lyon & Co.. 
Carolina ie Wilm’n 
Curtis & , eee N.Y. 
Chi. F.&M.., Chicago. . 
C. Sincere & Co., Chi. 
wer of x i N.Y. 


Bos 
C.A. Day Co, Inc., 


Bosto: 
H.D. Pacsiiis. tes. 
Conn. Gen. Life, Hart 
Conning & Co., Hart. 
Curtis & Sanger, N.Y. 
Continental Cas, Chi... 


C. Sincere & Co., Chi 
Curtis & Sanger, N.Y. 
Continental Ins., N.Y... 
Eagle Fire, Newark... . 
Emp. Reins.,Kan. City . 
— Ins. Co. of Am., 


Fid.-Phen. Fire, N. Y... 
Firemen’s Ins., Nwk... . 
Bi, FM sion «89's 
Curtis & Sanger, 
Milliken& Pell, N’r’k.. 
Franklin Fire, Phila.(N.) 


A. AGB. 5 oie nwes.s 
Curtis & Sanger, N.Y. 
Glens Falls, Glens Falls . 


A, RUB Fs inee ss 
Curtis & Sanger, N.Y. 
Globe & Rutgers, N.Y... 
Curtis & Sanger, N.Y. 
Globe Ins., Pittsburgh. . 


W. Wall. Lyon & Co.. 
Great Amer. Ins., Inc. 


Curtis & Sanger, N.Y. 
Hanover Fire, N.Y..... 


A A ics cso 
Curtis & Sanger, N.Y. 
Harmonia Fi ire, Buffalo . 
Curtis & Sanger, N.Y. 
art. Fire, Hart....... 
Conning & Co., N.Y.. 
Curtis & Sanger, N.Y. 
Hartford Steam Boiler & 
Inspn., Hartford. . 
Conning & Co., N. Y.. 
Curtis & Sanger, N 
Home Ins., New Y York.. 
A. Atking.......... 
me. Cas., J City. . 
inp. & Exp., ey... .. 
SO ae 
Curtis & Sanger, N.Y. 
Indep. Fire, Phila...... 
we Wall. L ‘on & Co.. 
7 Indem., Phila. .... 


« | Capital Stock 
2 | Book Value 


= 


S*@ | Par Value 
uo 


650 




















W Wall. a oe & Co. 
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510 
395 


140 
135 


36 
354 


35% 


304 


303 


414 


41} 


i 
81 


Asked 


High (Asked) 


| Low (Bid) 





(145 


141 


68 


es 
41 


145 


55 





{| ae 
| 860 
670 |... 
[105 |" 


{} ae? 
PB 
Sass 


1650 
550 }....).... 


1425 
| oe Oe 
one ee 
me. 4... 
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i See Cee 
| Bel ape 
ee] THB 

ey 

». 1190 
| 883 


334). 
314]. 


: 
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mA, 
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{105 | 9 
ae 
89 Joo 


35 


15 


404 


Be 
ee ae 


41 


26 


41 


39 


80 


49 
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- | 293) 
2041....1.... 
ry rn 
103 
day 


30] 


ie 
oe oe 
|. .|1275 
ail OE ate 


Ja] 
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High and 
iw 
1930 


for 


'_ — oO 
-_ oOo 


120 |....).... 
110 Joo. 


475 


390 


34 


26 


900 


18 


28 


ot ae See 
Cr eae 


23 


ra ae 
ane OO 
Hae Base 
Sab sccekeses 


60 


66 | 68 |....].... 
69 J....}... 


374 





As of December 31, 1929 





COMPANY 


Stock House 
Specializing 


Capital Stock 
Outstanding 


| Book Value 





uidating 


jue 


Annual Dividend Rate 


Per Share 
Dollars Per Share 
High (Asked) 


Li 
V: 








Ins. Co. of N.A., Phila. . 
es City. Life, Kan. C. 


Lincoln Nat. Sa Fort. 
Wayne, Ind....... 
Conning & Co., me. 
Lloyds Cas., N. Y.. 
Meryland Cas., Balt... 
ass. Bd. & Ins., Bos'n. 
C. yo... Day & Co., Inc, 
HD. lf Co.,Bos. 
Mer. & Man. Fire, N’r’k 
W. Bast - & Co. s 


At 
C. pena Co., Chi. 
National Cas., Detroit... 
C. Sincere & Co., Chi. 
Natl. Fire, Hartford. . 
Conning & Co., Hart. 
Curtis & Sanger, N.Y. 


MNEs aie ann coe 

6: Sincere & Co., Chi . 
Curtis & . N.Y. 
Nat’l Surety, RY... 
Nat'l Union Fire, Pitts. . 
N. Eng. Fire, Pittsfield .. 
C. A. Day & Co., Inc.. 
, ree 
H.D. Knox & Co.,Bos. 
N. Hamp. Fire, Man... 


C.A. Day & Co., Inc., 
ja ee 
H.D. Knox & Co.,Bos. 
a, 4.5 eee 
W. Wall Lyon & Co., 
New York........ 
New World Life, 

Spokane, Wash. ... 

C. Sincere & Co., Chi . 
ar Cokey Ins., Boston 
_ & Co., Inc., 


so 
H.D. Ded Co.,Bos. 
Pacific Fire, 
People’ Natl. Fire, NY. 
Curtis & er, N.Y. 
Phoenix Ins., Hart..... 
Conning & Co., Hart. 
Curtis & Sanger, N.Y. 
Presidential F.&M.,Chi. 
C. Sincere & Co., Chi . 
ie 4 Wash., Prov..... 
A. Day. & Co., Inc., 
oe SRS 
H.D. Knox & Co.,Bos. 
Rhode Is. Ins., Prov.. 


C.A. ~~ & Co., Inc. 
H.D. on & Co.,Bos. 
es a Fire, Pitts. . 
te Lyon & Co., 
Reins. Life of Am., Chi.. 
C. Sincere & Co., Chi. 
Security Ins. Co. of New 
Haven, New Haven 
Curtis & Sanger, 
, eee 
Springfield °. &M., 
Springfield, Mass. . 
C. ‘. ow Inc., 
HD Knoré Co., om 
St. Paul F. & M., St. P 
Curtis & Sanger, N.Y. 
Stuyvesant Fire, N. 
a" ere 
Sylvania Ins. Co., Phila. 
W. Wall Lyon & Co. ts 
| 1 eS 
Travelers Ins., Hart. . 
Conning & Co., Hart. 
Curtis & er, N.Y. 
bag <> cc. Ins. 


‘Bosto 
H.D. ce & Co., Bos 
U. 8. Fidelity & Guar- 
anty, Baltimore.. 
U. 8. Fire, New York... 


U.S. Mer. & Ship., N.Y . 


Curtis & Sanger, N.Y.|.......-. 


Vir. F.&M., Richmond.. 


838- 
: TSte Par Value 


$38 


_ 
oS 


RRs: 


a: 








ris & Sanger, NY. ere 








s 
PPw 


Bs 
Pt 











Includes $0.57 gain from Mixed Claims Coseninien. 


b. 5000 shares preferred $100 par; 100,000 
c. On common stock; 7 per cent paid on preferred. 


shares common $5 par. 


Stock dividend. 


a. Includes $12.29 gain from Mixed Claims Commission. 
e. Includes $18.77 gain from Mixed Claims Commission. 





: «| Bid 
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BSo,, | Total Earnings 
: «| Asked 


3 go | Low (Bid) 
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Prominent Agents and 
Brokers 


Actuarial 














fi LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 


ee meh a may United States 
7 ved of New 


Yo rk 

——— of National 2 ow Casualty Co. 
Standard of New State of Penn. Indemnity Com- 
York 8ti agg al of pany of Amer- 
National Union New ica 

Pittsburgh BROKERS’ LINES SOLICITED 


National Fire of 
Hartford 
New Amsterdam 


























Actuarial 











Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultants 
Examinations Valuations 


25 CHURCH STREET NEW YORK 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 








JNO. A. COPELAND 
Consulting Actuary 








Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA | 

















DES MOINES, IOWA 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 








a eaaiametiieiia 


ERSTON L. MARSHALL 


CONSULTING ACTUARY 
919 Hubbell Building 





























a 





wom reste. 





WOODWARD, FONDILLER and 
RYAN 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 75 Fulton St. 
Jonathan G. Sharp New York 











T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla. 





























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 
Fred E. Swartz, 0. P. A. 


W. L. Clayton 
E. P. Higgins 


THE BOURSE 








PHILADELPHIA 
































L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 








JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 























Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 








SIDNEY H. PIPE, 
Fellow, Actuarial Society of Senerfen, 
Fellow, American I of ies, 
Associate, British Insti of rn jes. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 














Greatest Selling 


Plan Known 


All About it for the Asking 
Write 


The Spectator Company 
243 West 39th Street 
New York 








THE COST 
OF DYING 


By WILLIAM T. NASH 


This well-known leaflet has been the 
means of closing many “hopeless” 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of mod- 
erate means, as well as men of 
wealth. 


A difficult prospect, after reading 


THE COST OF DYING 


said: ‘‘No agent on earth could sell me life 
insurance, but I am going to buy a policy 
eg same’’; and he signed up for 
‘ 


USE IT AND PROSPER! 


10,000 


Orders for single copies must be 
prepa 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


The Spectator Company 
CHICAGO NEW YORK 
































ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Bldg. 


St. Louis, Mo. 
and 800 Securities Bidg., Kansas City, Me. 














Railway Audit & Inspection | 
Co., Ine. 
L. D. RICE, General Manager 
Franklin Trust Bldg., Philadelphia, Pa. 


INSPECTIONS 
Life 
Compensation 
General Liability 
Elevator 
Burglary 

Plate Glass 

Pay Roll 


CREDIT 


and 
MISCELLANEOUS 
REPORTS 


INVESTIGATIONS 
and J 
ADJUSTMENTS 
of 
CLAIMS 





Offices and Agents in Cities and Small Towns 
in Every State. We Can Save You Money. 














PUBLICATIONS 
OF 


C. & E. LAYTON 


The undersigned are sole agents 
in the United States for the old 
established publishing house of 
Charles & Edwin Layton of Lon- 
don, England, whose long list of 
publications on fire, life, marine 
and other branches of insurance 
embrace the most valuable and 
standard treatises on these subjects. 


Send Ten Cent Stamp for 
Catalogue 


THE SPECTATOR CO. 
CHICAGO NEW YORK 
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